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Weathertite 
Shape - Keeping 
Long-Lasting 


“The best frames 
we have ever 
taken into our 
warehouse.” 


—The Gamble Millwork Co. 
Greenwich, Connecticut 


TOXIC—PRESERVATION 
| APPROVED 


NATL. DOOR MFRS. ASSN. 


Our Permatol-Treated 
Frames bear the brand of 
NDMA, signifying approval 
of the National Door Mirs. 
Assn. 
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Frames That Win Friends 
For Dealers Who 
Handle Them 


Get acquainted with Spokane Pine Frames 
Mr. Dealer. You'll quickly learn their superior- 
ity. You'll like their fine design, the choice 
wood used, the manufacturing accuracy. You 
can back them with your strongest recom- 
mendation. Made of Spokane White Pine 
(Genuine White Pine) and Ponderosa Pine, 
they're scientifically seasoned for this exact- 
ing use. Made by frame experts on modern 
precision machines. Every joint is WEATHER- 
TITE, every frame SQUARE, ready for the 
sash, without further fitting. Made in standard 
sizes and to special order. 


Sell Long Lake Lumber 


Choice stock, Kiln-Dried in lat- 
est improved type Moore 
Cross-Circulation Kilns. Order 
in Mixed Cars—Frames, Pack- 
age and Lineal Trim, Lath, 
Mouldings, etc. Why not write 
us today? 


Members National Door Mfrs. Assn. 


June 15, 1940 
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“That solves 


one of OUR 
problems. 


Medford offers 
complete 


. Western Pine 





Millwork Costing A FEW 
Cents Extra Is BEST BUY 


Today, it's actually more expensive to handle unpro- 
tected millwork than to sell properly preserved prod- 
ucts at a few cents extra cost. The WOODLIFE treat- 
ment takes the selling of millwork out of the price 
competition stage by protecting against swelling, 
shrinking, warping, checking, decay, and blue stain. 

It's a COMPLETE treatment — the 

TOXIC pioneer in its field. 

WATER 
eee) REPELLENT 


Protection Products Mfa. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for Years 










Research Laboratory and Plant KALAMAZOO, 





service from 
One Mill” 
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Thick SUGAR PINE SELECTS 
Kiln-Dried in Moore Modern Cross-Circulation Kilns 


Buyers welcome this dependable sa Pine, Sugar Pine, Douglas 
Medford service. From one large Fir, White Fir. Yard Stock, Cut 
modern mill we can supply all Stock, Lath, Mouldings, Factory 
your needs in California Ponder- Items. Send us your inquiries. 


Member Western Pine Association, West Coast Lumbermen’s Association 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Timber-r-r-r! And another Redwood tree starts its 
journey of usefulness into the building projects of the 
nation. Nature, who has done her work well in creating 
Redwood Durability, now turns the job over to NOYO 
to create Use-ability. Throughout every operation, 
from selection of timber to the final tally, NOYO is 
guided by one objective—to keep true ‘‘Once a NOYO 
Dealer—Always.”’ 


When you need Lifetime Lumber 
Call on NOVO Chie} of the 
REDWOODS 


UNION LUMBER COMPANY 


Members of Durable Woods Institute and California Redwood Assn. 


Crocker Building Builders Building W.M.Garland Building Grand Central Terminal 
SAN FRANCISCO CHICAGO LOS ANGELES NEW YORK 


Mills at: Fort Bragg and Mendocino, California 
Warehouse Stocks 
CHICAGO, ST. PAUL, INDIANAPOLIS, CLEVELAND, CINCINNATI, BROOKLYN 
LOS ANGELES, ST. LOUIS, LOUISVILLE, ROSELLE (N. J.), BETHLEHEM (PA.) 


June 15, 1940 
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This Country of Ours 


has developed so fast these past few 

weeks is placing a_ responsibility 
upon local business men and is giving 
them an opportunity for service. 

Lumbermen know their communities 
and local resources as few other men do. 
They know how to organize and how to 
build; capacities of immense and imme- 
diate value. 

There will be much building done. The 
preparedness program will bring thou- 
sands of workers to expanded industries ; 
and these workers must be housed. Lum- 
bermen are on the grounds, can get the 
needed stocks, can advise about construc- 
tion. Their yards are going concerns that 
are immediately available. Their knowl- 
edge of supply sources has already been 
worked out; and they can easily make 
changes and expansions if these things 
are called for. At least they can do these 
things more easily than new agencies can 
be set up. It is a time when the welfare 
of the business runs parallel with the wel- 
fare of the public. The AMERICAN 
LUMBERMAN knows well that retail lum- 
bermen as well as wholesalers and man- 
ufacturers will meet the needs of the 
times with energy and with public spirit. 


: i= NATIONAL emergency which 


* * * 


It is probable that councils of defense 
will be set up everywhere; to survey lo- 
ral resources and local man power. There 
will be needed skilled mechanics; and 
probably surveys will be necessary to de- 
termine which can be spared and which 
are especially suited to public needs. This 
will call for knowledge of human nature 
and honest decisions. 

It is probable also that arsenals, aircraft 
plants and any number of other factors of 
national defense will be located or re- 
located in the safer areas of the interior. 


The disaster France suffered in losing her | 


aircraft plants near the Belgian border 
can hardly have been lost on the United 
States government. Is it too much to 
hope that we shall see no frantic political 
wire-pulling to get these plants located in 
certain places, regardless of fitness? Real 
patriotism may require business men to 
renounce a plant, if transportation and 
essential materials are not available. 
Speedy preparedness for national defense 
is infinitely more vital to any town than 
is a local war boom. 


* *«* * 


Local councils of defense will find it 
necessary to deal in some way with fifth- 
column activities. The democratic free- 
dom of this country has exposed it to this 


penetration, and we know these subver- 
sive activities are present. 

But this calls for unusual restraint and 
common sense. Nothing would suit for- 
eign agents bent upon subversive pur- 
poses more than a tempest of hysteria and 
fear, issuing in indiscriminate harrying of 
suspected persons. This, more than any 
outside effort, would divide the country’s 
strength and paralyze its efforts. Actual 
dealing with subversive agents is a pro- 
fessional job, to be done by trained gov- 
ernment agents. Badgering a helpless 
Bavarian mechanic, simply because he 
speaks broken English or because he 
has told wistful and homesick stories of 
the old Germany of thirty years ago, will 
not protect the United States. Amateur 
spy hunting misses the target in such a 
vast number of cases that no business 
man would tolerate such a failing policy 
in his own business for a moment. Busi- 
ness men who know their communities, 
who know human nature and who are 
cool and realistic need to be on the coun- 
cils. Such men can and will distinguish 
between hysteria and reasonable sus- 
picion. The latter cases need to be re- 
ported promptly and without public fu- 
rore to the Federal agencies. 

National unity is of the gravest impor- 
tance. The time is here for Americans to 
prove that a self-imposed discipline, a 
unity within the traditional democratic 


process, is possible. Any other course 
will give aid and comfort to potential 
enemies. Of course it can be done; and 
restrained and realistic business men are 
the indicated local leaders. 





HE PHOTOGRAPH reproduced 
By in the front page of this issue 

of the AMERICAN LUMBERMAN 
suggests the thought that business men 
will do well to take time out, during 
the summer months, to relax, to rest, 
to enjoy a change of scene; yes, 
perhaps even to loaf a little, if you 
want to call it that. To many persons, 
fishing symbolizes the ideal of perfect re- 
laxation and leisured meditation better 
than almost any other sport or recrea- 
tion. It puts no undue strain upon 
weary mind or muscle, but on the con- 
trary, like sleep, it “knits up the raveled 
sleave of care.” And perchance while 
angling for fish one also may land an idea 
or two that will add to his efficiency 
when he resumes the cares of business. 
The Indians of early days learned that 
their bows must not be kept tightly 
strung all the time. Accordingly, they 
loosened the bowstring at intervals, so 
that the bow might regain the necessary 
resiliency. Just so, it is wise for humans 
to relax a little, when occasion permits ; 
and for most persons connected with the 




















“I said I wanted one piece of 16-foot—not 16 pieces of one-foot!” 
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lumber business, the summer months are 
at least as favorable for that purpose as 
any others of the year. 

Not all of us will care to go fishing, 
popular as that recreation is, but all 
should try to get a needed change of oc- 
cupation and scene, if only for a few 
days. It will pay dividends when we 
snap back into harness, especially if in 
the meantime, along with our fishing, we 
should hatch a few good ideas and plans 
for conducting some phase of business 
more efficiently. 

We shall be glad to hear from readers 
as to how they are spending, or plan- 
ning to spend, their vacations. We might 
even find space for a few snap-shots 
showing summer recreational activities 
of lumbermen, fishing or any other. 





EARS AGO your correspondent sat 
Y in the class of a great college teacher. 
He had seen much of the world at 
first hand and he knew the history of 
civilizations, their growth and decay. Hu- 
man instincts were an open book to him. 
One day he fell to talking about human 
slavery. 

From the point of view of the slave’s 
own security, the old gentleman said, 
something of a case might be made for 
the institution. Usually the slave did not 
work hard; for hard work is the product 
of a man’s own will and motive. More 
men work themselves to death under the 
drive of their own wills than are worked 
to death under the compulsion of other 
men. The slave was somewhat protected, 
if for no other reason, because he had a 
market value. He did not worry about 
food and clothing and care in old age. 
His life might be meager, but it was fairly 
secure. 

Why, then, is slavery an evil? The old 
Doctor said it was because the destroying 
force of the institution fell first and hard- 
est upon the master. He lost, of course, 
the creative and co-operative margin in 
the work of free men. In the second 
place, quoting the words of Abraham Lin- 
coln, no man is wise and good enough to 
govern another man without that other’s 
own consent. Lacking this wisdom and 
facing the greater production of the labor 
of free men, the master class began driv- 
ing and exploiting their slaves; and the 
more they drove the less returns they got. 
Human values disappeared, and event- 
ually the moral disintegration of the mas- 
ter class was complete. All classes went 
down together. This has been the fate of 
every empire founded upon the compul- 
sive principle of an autocratic group. 


x * * 


Of course Doctor Macy was thinking 
less of chattel slavery than of the same 
principle in the government and direction 
of nations. 

We are seeing that principle rising in 
half the world. We can be sure that no 
matter what the immediate issue may be 
it will eventually fail. The sad part of it 


Amemcanfiumberman 


is that repeating this dreary old experi- 
ment may destroy the hard-won fruits of 
civilization for generations. 

=: * 


One of the most menacing aspects of 
this experiment is its effect upon young 
people in the totalitarian countries. They 
are being trained and conditioned to be a 
master class in the worst possible mean- 
ing of that word; a master class of ex- 
ploitation, oppression and social disinte- 
gration. No matter what the issue of the 
war, this much damage has been done; 
and it is beyond calculation. 

Lumbermen in the United States have 
long been interested in young people. 
They have long shared in training and de- 
veloping these youngsters; but in what a 
different way! Home building, thrift, 
self-reliance, co-operation, a respectful 
regard for their fellows, an understanding 
of social and moral values; these have 








Watch Gor 
SOME LIKE ’EM OLD 


Experiences of some Midwest 
dealers in selling materials 
for extensive remodeling and 
modernizing of old houses. 
Read how they do it. 


DISPLAYS PAY 


All the comforts of home are 
seen by customers who visit 
the lumber company office 
pictured in the next issue. 
And do they respond! 


You will want to read 
these crackling stories 
and others in the next 
AMERICAN LUMBERMAN 




















been the objects of the American youth 
movement in which lumbermen have 
shared. No one knows how many have 
given their time and labor to Boy Scouts 
and 4-H Clubs. No one knows how many 
have made it possible for boys to learn 
how to use tools. 

It is an old saying that the education 
and conditioning of boys and girls will 
determine the future of their country. 
Americans are training their children to 
be a master class; but in the best sense 
of the word. They are not being trained 
in arrogance and destruction, hate and 
oppression, paganism and larceny. 

No matter to what extremes America 
may be forced to defend itself and its 
hard-won civilization, this training of 
American youth in creative, co-operative, 
Christian citizenship must not be aban- 
doned or distorted. There is nothing of 
more value to which lumbermen can give 
their time and their effort. 


June 15, 1940 


HAT IS YOUR son going to take 
VW up after graduation—medicine, 
law, engineering, 
salesmanship, advertising ?” 

A frequent question that, at this “com- 
mencement” season. It implies the com- 
pliment that your son is ambitious, and 
has ability, otherwise he would not aspire 
to these brain-powered professions. Why 
aren't the construction and mechanical 
trades included? 

Principal reason, according to Alfred 
M. Cooper, personnel expert and former 
teacher, writing in Nation’s Business, is 
that the academic minds who run our 
schools look down upon the trades as 
being only for those boys and girls whose 
intellects are too inferior to gain them 
admission into college, where all students 
are expected to qualify for professions. 

Not only does this conception result in 
crowding the so-called higher professions 
with more hopefuls than have any chance 
of getting a foothold. It is also based on 
a fallacy that is keeping good material out 
of fields where opportunities are greater. 
You cannot develop good craftsmen from 
boys weeded out as unfit to make mediocre 
lawyers or doctors. The crafts need some 
of the cream, and they are entitled to it. 

“Any shop foreman will tell you that 
a graduate mechanical engineer cannot 
do the work of a journeyman machinist 
without at least two years shop training,” 
says Mr. Cooper. Even though they are 
willing to work at a trade, these young 
fellows can’t be converted into skilled 
workmen without further training. More 
of them should be given that training in 
high school or directly after graduation. 
Plenty of jobs at good wages are waiting 
for boys smart enough to get such train- 
ing early in life by disregarding the advice 
of academicians in the schools. 


journalism, 





N A BULLETIN to realtors through- 
out the country, Herbert U. Nelson. 
Chicago, executive vice president of 

the National Association of Real Estate 
Boards, said: 

“Our country is putting itself on a war 
preparedness basis very rapidly. There 
will be no interference with residential 
building, and the expectation is that the 
volume will still be as good as last year’s 
—maybe even a little better. This ap- 
plies to the country as a whole. In cer- 
tain spots—shipbuilding centers, heavy 


industrial cities—residential building will — 


much more than keep pace with last year. 
These places are going to experience 
housing shortages of varying degrees. 

“The huge defense program proposed 
by the President and certain of approval 
by Congress, will increase industrial ac- 
tivity considerably, and there will be a 
resulting increase in wages. More peo- 
ple will be employed, and those who are 
working will work longer hours. Wages 
will not go up abruptly, but people will 
have more income. This means a larger 
demand for housing, especially when 
there will be new workers coming into 
the large industrial cities.” 
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Behind the Retail 
SOOM. 6122." 


Suppose that you, Mr. Retail Lumber Dealer, 
were to call in an experienced advertising man 
and say, “We have decided to do some adver- 
tising in our retail lumber trade area. We have 
not much money to spend for advertising, and, 
of course, what we do spend must produce re- 
sults. What do you suggest?” 

Assuming that the advertising man were 
familiar with the problems of the retail lumber 
dealer in the average situation, he might answer 
something like this: 


Supporting Varied Lines 
by Distributing Producers 
Sales Aids Is Big Problem 


“Your problem is complicated somewhat be- 
cause you have lumber, hardware, paint, coal 
and other items, all of which you are equally 
interested in merchandising to your customers 
and prospects. Each of the companies whose 
products you are handling sends its salesman 
around to you in the early part of the year 
with a presentation of the company’s adver- 
tising plans for that year. It is quite an 
imposing story. You are grateful for the 
assistance it will give you. 

Eventually you get down to “brass tacks” 
with this salesman and order a supply of this 
booklet and that, this newspaper mat and that, 
to tie up with the company’s advertising cam- 
paign. 


Reaching Individual Customers 
Personally Is Impossible 
Undertaking 


Soon you have a counter full of interesting 
advertising printed matter to hand out to pros- 
pects. It is an imposing arrangement. There’s 
just one catch in it. It is how to get this mate- 
rial into the hands of the interested customers 
and prospects. “You hope—” says your adver- 
tising consultant with understanding. 

“Every company you represent has high hopes 
that you will do a good job of distributing its 
advertising printed matter. Getting down to 
fundamentals, the best way to reach the people 
in your territory, town, and county would be 
to call on each and every one of them at fre- 
quent intervals and make full use of the printed 
matter where it would do the most good.” 

“Yes,” the lumber dealer would answer, “but 
there are 5,000 people in this town or approxi- 
mately a thousand families.” 

“T also have 600 farm homes on my mailing 
list. How do you expect me to contact 1,600 
families personally and run this lumber yard? 
You may have noticed that the job keeps me 
pretty busy, and I work hard at it.” 


—But the Reaching of Prospects 
Regularly Is Job of Advertising 


“I know,” says the advertising man. “I ex- 
pected you to say that. The job of reaching 
a great number of customers and prospects 
regularly is the job of advertising. Your 
advertising must make the calls you haven't 
time to make, and make these calls regularly.” 

“We, of course, do some advertising,” the 
lumber dealer would explain. “We mail out 
occasional letters to the families where there 
is something really worth calling to their atten- 
tion, but here’s the difficulty in the whole situa- 
tion. 


Effective Use of All the Good 
Promotional Material Is Expensive 


“Tf we had just one line, like lumber, to push, 
and could use what little promotion money we 
have in the promotion of its sale in our terri- 
tory, that would be one thing. But we have, 
as you know, five different lines, perhaps not 
of equal importance, all requiring a certain 
amount of necessary individual selling effort 
and of advertising promotion—such as it is. 
And yet, year after year, we receive a vast 
amount of real good promotional material from 





ISN'T IT A FACT? 


Edgar Thorgorson has built himself a 
"bang-up" good dairy barn on his farm 
on Route |. The barn will hold 50 head 
of cattle, and incidentally Ed has a 
mighty fine herd of Guernseys. 


AND ISN'T IT A FACT 


.... that now is a good time for you 
to be building yourself a barn like Ed's, 
or one of the other barns for which we 
have the complete plans and specifica- 
tions in our lumber yard, together with 
150 plans, specifications, and blueprints 
of other types of up-to-date farm 
buildings? Come in and look them 
over. 


IT'S A FACT 


. .. . that we make a practice of 
carrying a fine stock of well seasoned 
precision lumber, and we have a 
"bang-up" house and barn paint spe- 
cial this week of , priced at 
per gallon. 


[YOUR IMPRINT] 

















the companies whose products we handle. Just 
a matter of simple arithmetic would show 
anyone that it would be out of the question, 
with twice the amount of money we are now 
spending for advertising, to use or distribute 
the available amount of this material from each 
of the companies. 

“By the way, what should we spend for 
advertising?” “That’s a fair question,” your 
advertising man would reply. 

“What are your total sales a year?” “Our 
total sales run about $35,000, and we don’t 
spend over $150 a year, all told, for adver- 
tising.” 

“Well, suppose you spend just 1% percent 
of your gross sales, or a total of $525 a year. 
This would enable you to really make some 
advertising calls on your customers and pros- 
pects in town and country.” 

“How do you mean? With letters or news- 
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papers?” “We would favor the newspaper if 
you have a good one in your town. By a good 
one we mean a paper that is chuck full of local 
news. If it is, the people read it regardless of 
whether they read any other papers or not. 
We will say the rate is 40 cents an inch, fairly 
high for a paper in a town of this size. If 
you ran a 2-column by 7 inch ad regularly once 
a week, this would involve an expenditure of 
only $5.60 for space, or an average of $25 a 
month. That would still leave you about $22 
a month for other types of advertising. You 
could let this accumulate and do some direct 
by mail every 60 days at a cost not to exceed 
$44. For that you should do a mighty nice 
job, for instance, out in the country territory.” 


Timely Talking to Customers in 
Own Language About “Specials” 


“Shucks,” says the lumber dealer, “I don’t 
know anything about writing ads. I told you 
I can’t be using the newspaper mats of the 
companies I represent to any extent, because 
I haye got to push all the items in my yard 
and not just select one or two.” 

“That is sound, but there must be paint spe- 
cials, coal specials, and lumber specials that 
really have a definite local appeal. Why not 
make a list of these specials that are seasonal, 
and make up a schedule for one each week for 
the next eight weeks? And here’s a tip. Make 
these ads talk the same language as you and 
your customers do. Get some local interest in 
them. How are you going to do that? 

“Tt isn’t so difficult. Supposing you started 
off with just type ads like this,” said the adver- 
tising man, laying before the retailer the one 
shown in the center of this page. 

This would be a very sensible ad, one that 
would attract local attention and undoubtedly 
bring you a good increase in sales, especially 
if vou kept up this type of advertising week 
after week. It would be a simple matter to 
include insulation, coal and other items han- 
died. Select a different item each week, but 
preserve the continuity of the advertising in 
the form suggested. 

In fact, you could offer a prize for the best 
personal item on home improvements in the 
territory covered by the newspaper. You could 
afford to give a cash prize of $2 a week, and 
that would create interest. 


Get the Boys and Girls to Thinking 
About Your Services 


You could use these same tactics in the let- 
ters that you mail out. Get a list of the 4-H 
Club boys in your territory, and, instead of 
writing their fathers, write them a good per- 
sonal letter, telling them you have five fine 
jackknives for the best five letters from boys 
stating: “What Remodeling, Repairing, or 
New Construction I Wish We Could Have in 
Our Home or Farm and Why.” 

Next you could address a similar letter to 
the Girl Scouts in your community and offer 
them a prize of a dress, hat, shoes, or box of 
candy, bought at the local stores. This type 
of newspaper advertising will be read. 


Depend Mainly on Advertising—But 
Supplement It with Personal Calls 


Of course, you should make all the personal 
calls you can. There is nothing better than a 
personal call. A retail lumber dealer has at 
his disposal only a limited time that he can be 
away from his yard, so one might as well face 
reality and set aside a small portion of his 
profits to do a good job of advertising to 
bring more prospects into his lumber yard. 


....in Advertising 
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That Sell 
Kitchens Are 


Used By Fort 
Wayne Dealer 
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“Show it and sell it!’ is the advice of Fred Wehrenberg of 
the Standard Lumber & Supply Co., Fort Wayne, Indiana, in 
reference to the merchandising of kitchen remodeling jobs. The 
kitchen is the woman’s workshop in the home, and like all shops 
where mechanical equipment is involved, needs remodeling to 
keep abreast of the times. To capitalize to the fullest extent 
on this market, Mr. Wehrenberg has built a display kitchen on 
the second floor of his yard office and there he can give the 
prospective buyer a very concrete idea of what she is going 
to get. 

As a matter of fact, the buyer may see exactly what she is 
going to get because Mr. Wehrenberg sometimes sells the actual 
display to a customer, to be installed in her home. A few 
alterations may be necessary to fit slightly different dimensions, 
but by selling the display the actual cost of the display as a 
display is reduced, and at the same time, a more modern one can 
be built and later sold when the novelty and effectiveness of 
the newer display has worn off. 

In line with current merchandising trends, these kitchens are 
sold as packaged units, and of course, selling such a unit is 
much easier when the entire package can be seen. While they 
do not make a specialty of kitchen remodeling jobs, they do 
feature them in displays such as the successful Modern Home 
Show which was held in Fort Wayne recently. This display 
was a large panel on which were shown “before” and “after” 
pictures of kitchen remodeling work which they had done. Ob- 
serving the difference between the kitchen before and after re- 
modeling leads the observer to an obvious comparison between 
the present condition of her kitchen, which may be like one of 
the “before” pictures, and what her kitchen might be, as exem- 
plified by the “after” pictures. 
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The kitchen shown 
in the oval is 
the one which 
is now on dis- 
play in the 
offices of 
the Stand- 
ard Lumber 
and Supply 
Co.'s yard. Shown 
below is an ex- 
terior view 








Certainly there is no room in the house that can become 
dated any faster than can the kitchen, and for that reason the 
kitchen—all other things being equal—should be one of the 
best remodeling prospects. The recent trends in kitchen re- 
modeling have been toward a greater utilization of. the space, 
and a more efficient operation in the kitchen. This greater 
utilization of the space can be effectively demonstrated in the 
Standard Lumber & Supply Co.’s display kitchen, and the 
housewife, who is familiar with the problems in the kitchen, 
can visualize how her work would be simplified if she’ were 
to have a modernized kitchen. 

At one time it was a theory that the larger the kitchen, the 
better for the housewife. However, this was at a time when 
the kitchen and pantry were warehouses for food and people’s 
buying habits were different from what they now are. Little 
thought was given to the layout of the kitchen as far as or- 
ganization of the work was concerned. As long as there was 
ample space to store the quantities of food that were put up 
during the summer and fall, a stove and running water were 
held to be the other necessities of a kitchen. Often the stove 
and the sink were on opposite walls, which meant a constant 
crossing and recrossing from the one to the other. 

With a change in buying habits and food preparation, such 
a large space was no longer needed and was, in fact, largely 
waste space that might well be converted to some other use. 
Modern kitchen design and planning are such that much less 
space can be used, but at the same time there are a suffi- 
cient number of cupboards in which to store food, and the 
modern kitchen is laid out so that the preparation of food re- 
quires a minimum of effort. The three main pieces of mechan- 
ical equipment: the stove, the sink and the refrigerator are 
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usually close together for convenience. The extra space that 
is no longer needed can often be converted into a breakfast 
nook, as is shown in several of the illustrations. 

It is a practice of Mr. Wehrenberg’s to prepare rather com- 
plete sketches of the remodeling jobs that he does. There are 
several reasons for this thoroughness. The first and most obvi- 
ous reason, of course, is that the customer has a picture of what 
she is getting and there is much less chance for customer 
dissatisfaction or protest over the bill. These drawings are 
more than floor plans as the sketches also show the wall eleva- 
tions and they are easily understood by women customers. The 
second reason for the drawings is that complete, accurate ma- 
terial lists can be taken from them and this furnishes a check 
against material waste. After the customer has seen the dis- 
play room, and after she has seen the drawing of the way 
her kitchen will look, she has a fairly accurate idea of what she 
in going to get. Having this accurate idea she is less liable 
to exercise the well known feminine prerogative of changing 
her mind because it was made up before the contractor moved 
in and the fixtures came down. 

One advantage of kitchen remodeling that Mr. Wehrenberg 
pointed out is that such work is not as seasonal nor dependent 
on the weather as is outside work and these jobs can be pushed 
the year ‘round. Standard Lumber & Supply Co. work in 
close co-operation with their local contractors, and as a result 
of this co-operation, are able to secure a much larger volume of 
business than they would otherwise get.. However, it is not a 
practice of this company to attempt to secure any business out- 
side an area of thirty miles or so. With their selling setup 
they feel that going after business any farther than that would 
be going toward the point of diminishing returns. 

The display kitchen, as can be seen from the accompany- 
ing illustration, has paneled walls and ceiling, with a built-in 
sink and cabinets: The small shelves which are seen next to 
the window, fastened to the two top cabinets, either can be 
for utilitarian purposes or they can be used for small plants 
to make the kitchen more attractive in appearance. Several 
of the remodeled kitchens have small shelves on the top cabinets 
which are used for just that purpose. 

Another feature of the display kitchen is the use of soffit 
lighting above the sink. Many kitchens now feature this type of 
lighting and also lighting on the inside of cabinets. Two of 
the kitchens illustrated have lumiline fixtures under the top 
cabinets and these lights serve to illuminate the space between 
the bottom of the top cabinet and the sink board. In the design 
of kitchens, utility and convenience are given utmost consid- 
eration. At the same time, all of these remodeled kitchens 
are attractive and neat in appearance. The walls all have a 
durable finish that does not mar easily and the hardware and 
trim are simple but well designed. The kitchen must be one 
of the rooms in the house that can “take it.” 











Reproduced on this page are several of the kitchen remodeling 
jobs that have been done by the Standard Lumber and Supply 
Company. The kitchens above and below show good use of space 





The kitchen below and to the left shows how an alcove may be 
converted into a breakfast nook. The kitchen directly below in- 
dicates a well illuminated kitchen 









We recently took a “chatalogue” through western Tennessee 
and Kentucky and the southern part of Illinois, and as a whole 
found that the dispensers of lumber and other building materials 
are expecting happy days ahead. Business was tardy in getting 
under way this spring due to the long drawn out cold and rainy 
weather, but the retailers were figuring a lot of jobs which they 
were confident would be started as soon as their customers got 
away from their stoves. 

When you have taken a trip through one or two neighbor- 
ing States and stopped to chat a bit with your fellow dealers, 
you enjoyed the experience of learning something about their 
business and -likely as not you gleaned some ideas which you 
have put to work advantageously in your own yard. 

At the City Lumber Co. in Jackson, Tenn., we talked to Mil- 
ton Young since W. C. Hickman, manager, was not in the of- 
fice. It was learned that the company is considering enlarging 
its office so that the paint stock can be shown to better advan- 
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At the left is the effective light 
wire fencing exhibit of the J. B. 
Ford Lumber Co., Harrisburg, ll. 
Below, at upper left, is a house 
sold recently by the T. H. Stewart 
yard in Milan, Tenn. At Neoga, 
Ill., the writer snapped a brooder 
house in the yard of the Jacobson 
Lumber Co. The sparkling paint 
room is that of the Roscoe Reed 
Lumber Co. in Paducah, Ky., which 
makes customers decorative-con- 
scious and anxious to buy 


2. CHAT 


tage. If this is done, the whole display room will be re-finished 
so as to show prospects how today’s materials look in use. At 
the time of our call, several house jobs ranging in cost from 
$3,500-$5,000 were being figured. Most of them were to have 
insulation at least in the ceiling of the second floor, and the price 
on each included screens. This firm has not adopted package 
selling methods, being content with the sale of the materials go- 
ing into structures. Much of the material bill for the $150,000 
West Jackson elementary school completed last fall was sup- 
plied by the City Lumber Co., according to Mr. Young. 





SMALL TOWN DEALER SELLS THREE HOUSES 


The AMERICAN LUMBERMAN rambler regretted learning 
from Propst Keaton, manager of the T. H. Stewart retail yard 
in Milan, Tenn., that Mr. Stewart had been sick since early 
this year. On approaching the town we had noticed three beau- 
tiful homes that looked as though they had been recently built, 
so we asked Mr. Keaton whether the Stewart yard had sold 
them. He said that all of the materials going into two of the 
residences except the facing stone had been supplied by him. 
The places cost $5,500 and included hot air furnaces, recreation 
rooms, and features found in quality homes. Another stone 
house costing $15,000 had been sold in Milan by the manager, 
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and it was his pride and joy. All of its materials, too, except- 
ing the stone from Batesville, Ark., had gone out from the lum- 
ber yard. An annex to the Baptist church had been started the 
morning of the writer’s call, and was to cost $15,000 and require 
three months to erect. The addition will have a basement and 
two stories. 

When T. J. Kramer established the Kramer Lumber Co. in 
Fulton, Ky., 16 years ago, he had somewhat of a choice of start- 
ing it in Tennessee or Kentucky. A small part of the town is 
in the former State, and residents can be in either State by 
merely crossing one of the east-west streets. Mr. and Mrs. 
Kramer were on a holiday to New Orleans at the time of our 
call and the business was being managed by T. J., Jr., who has 
been at the yard for three years. 


HOUSEHOLD GOODS DISPLAYED TO SELL 


We remarked about the step ladders, clothes drier, and iron- 
ing board prominently displayed in the entranceway to the shed, 
and learned that there is a good turnover in these lines as a 
result of letting everyone passing know that the company has 
the articles for sale. 

While we were talking with young Mr. Kramer, a spic-and- 
span International truck pulled into the shed’s driveway. Al- 
though the 114-ton truck had been in daily use for five months, 
it looked as though it had just come from a salesroom. “We 
believe it is good business policy to keep trucks clean and know 
that our customers appreciate our efforts,” said Mr. Kramer. 
He reported that the cab-over-engine type of truck was a dis- 
tinct advantage in the lumber business since it made a 15-foot 
bed that permitted delivery of long lengths without a lot of the 
load extending. 

The only way one could miss seeing the Roscoe Reed Lum- 
ber Co. when entering Paducah, Ky., from the South would be 
to come into town on a dark, foggy night. The office building 
looms up before one just before he turns a small bend in the 
street and is effective publicity. 


PAINT IS TREATED ROYALLY IN PADUCAH 


When a visitor walks into the company’s display room, he 
sees one of the best looking paint exhibits that was ever set up 
by a lumber dealer. This line of goods is complimented by an 
onrush of light through the front windows. A good attention- 
getter is the row of framed house pictures which hang on the 
wall above the top shelf of paint goods. Of varying architec- 
ture and cost, they attract everyone entering the room and focus 
his eyes on paint and nothing else. A fat arrow on the end 
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wall carries this message: “Here is the answer to your color 
problem!”, and points to a table on which is a paint and color 
style book that is full of pictures of homes properly painted. The 
whole room is so cheerful that in itself it aids sale of the line 
of goods. 

H. L. Zeigler, manager of the J. B. Ford Lumber Co. in 
Harrisburg, IIl., was not in the office at the time of our call so 
the writer looked around by himself. It was found that the 
concern stocks a complete line of building materials including 
such allied goods as fireplace units. Both fine wire fencing and 
roll roofing are displayed in the entranceway of the shed on rol- 
ler racks which make it a quick and simple matter to unroll 
any amount a customer wishes to buy. 


MONEY FROM OIL LEASES SPENT ON FARMS 


Farmers around Kinmundy, IIl., are spending some of the 
money received from oil companies, which have leased their 
land, on new barns, re-roofing, paint jobs, and house repairs, it 
was learned at the Kinmundy Lumber Co., which D. F. Neath- 
ery manages. The yard depends mainly on the agricultural 
area for business since the town has but 900 people. Consid- 
erable business is being figured and is expected to materialize 
this summer. 

The rambler stopped at the Jacobson Lumber Co. in Neoga, 
Ill., because a brooder house was noticed in the yard. George 
E. Jacobson, manager, said that most farmers in the locality 
built their own brooders, but that he usually had one on hand 
in case somebody wanted one ready made. 

In a stock room behind the office we saw a line of merchan- 
dise never before seen in a retail lumber yard. Horse collars 
and sets of harness! Inquiry brought the information that 
turnover in the stock used to be good, but that tractors have 
reduced sales to a great degree. Farmers know, however, that 
they can buy fittings for their horses at the yard, and thus have 
it in mind when they need lumber or other building materials, 
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A Hint For a Roadside 
Fruit and Vegetable 
Store 


“Let me work in a place by the side 
of the road that takes the charm as well 
as the flexibility of wood and contributes 





to roadside beautification,’ said the 
woman owner of this store—and won a 
prize for her design. 

Further evidence that the national 
campaign for roadside beautification is 
gaining momentum—with the emphasis 
on elimination of “tin-roof markets” and 
“hot-dog kennels’”—can be found in this 
prize-winning fruit and vegetable mar- 
ket planned and built by Mrs. B. O. 
Schucking. Her primary objective was 
to increase the sale of farm products— 
including flowers—at Eola Acres on the 
Salem-Dallas road in Oregon. But, so 
neat and attractive was the new wayside 
store she created, that the National 
Council for State Garden Clubs has just 
awarded Mrs. Schucking an ornamental 
plaque for her “contribution toward 
highway beautification.” 

Her cottagette-market has a 16-foot 
frontage and a depth of twelve feet. The 
shingles are of western red cedar and 
the interior is finished in No. 1 common 
plywood ; but, otherwise, the handsomely 
finished little store is constructed entirely 
of Douglas fir lumber. The wall cover- 
ing is another nationally-distributed 
product of the West Coast lumber indus- 
try—Douglas fir bevel siding. 

Materials and construction informa- 
tion were supplied by the J. W. Cope- 
land Yards, Salem, Ore. That organiza- 
tion is typical of modern lumber retailers 


who, under the professional guidance of 
architects, have done a fine job of creat- 
ing or helping create designs and methods 
of construction which enable the owners 
of roadside places of business to build 
unique yet attractive quarters. 

Mrs. Schucking built an ell at the rear 
of her new market (erected after busi- 
ness became too brisk for extras to be 


This prize-winning 
roadside market 
proves that such 
structures can be 
very attractive 


stored up front) and this serves as a 
work room and storage annex. The 
structure as a whole is painted white and 
trimmed in cherry red. 


Practical Idea For Stim- 
ulating Interest 
In Woods 


Here is a good suggestion for lumber- 
men everywhere, by John W. McClure, 
secretary of the National Hardwood 
Lumber Association, Chicago, put forth 
in latest issue of the National Hardwood 
News, official organ of that association: 


Here is a suggestion and a challenge 
to lumbermen. Get an invitation to ap- 
pear before any local group in your com- 
munity, whether it be a chamber of 
commerce, a women’s club, an alumni 
society, a civic club, or whatnot, and 
after a few introductory remarks about 
wood, invite your audience to fire ques- 
tions at you about wood and see if they 
can stump you. Make it an evening game 
of “Information, Please” confined to 
wood. You will find that every person 
has an interest in wood from some angle, 
and you will be amazed to learn how 
much misinformation and  misunder- 
standing about wood exists in the minds 
of your neighbors and friends. You may 
also be surprised to discover the ques- 
tions that are asked for which you do not 
have the answers. 

When the game of shooting questions 





an attention-getter is here 
shown. The Rohlff Lumber & 
Supply Co., Casper, Wyo., 
headed by Oscar Rohlff, has 
converted a plot of ground ad- 
joining its office building into an 
attractive display which gives 
the firm some good advertising. 
Grass and shrubs form a pleas- 
ing picture, while a small cabin, 
resembling an early miner’s 
abode, attracts notice. Many 
yards throughout the country 
could profit by this idea. For 
the cabin could be substituted 
a miniature model of a home, 
a summer cottage, or a garage 
or farm building. 





Timely Tip for Dealers 


Almost any yard could fix up an outdoor display which, during the 
summer months, would draw attention of passersby to its wares. Such 
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at you slows down, you can revive in- 
terest by firing questions at your audi- 
ence to see how many of them have 
knowledge of the elementary things 
about wood—how to identify trees they 
see every day—how to identify the wood 
from those trees when they see it in a 
finished’ article—what the wood from 
those trees is best suited for—and simi- 
lar queries. You will find that two hours 
will slip by before you or your audience 
realize it, and you will probably be 
greatly surprised to see what enjoyment 
such a group will derive from an even- 
ing’s stimulating discussion. You will 
be impressed with the latent affection for 
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wood possessed by most people, and their 
joy in learning that there is a perpetual 
supply of good wood available for every 
purpose; that wood is the only natural 
resource constantly being renewed by 
nature with the help of man; that wood. 
instead of being outmoded by the modern 
synthetic products of laboratories, has 
stood the test of human experience for 
thousands of years and is truly “the most 
universally useful material known to 
man’; that the Creator of the Universe 
when He put man on this earth, endowed 
him with that great blessing, “a wood 
for every purpose,” leaving to man to 
seek out the wood he needs, whether it 
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be for a toothpick or lead pencil, a home, 
or an airplane, a barn or a bridge. 
Before offering this suggestion to 
members as a worthwhile trade promo- 
tional effort, a successful experiment was 
made in our Chicago office with a hobby 
group—known as the “Home Workshop 
Club.” About forty substantial middle- 
class business men, mostly under forty 
years of age, requested the privilege of 
an evening meeting in our office to view 
our display of hardwood floors and 
panels, and to learn more about hard- 
woods. Instead of a prepared talk, the 
meeting was directed into an “Informa- 
tion, Please’ session centered upon hard- 











Staff of the Flora Lumber Co., with guests who helped celebrate "Open House Day" (reading from left 
to right: Rex Cunningham, Jr., Mrs. R. J. Cunningham; Clarence T. Smith, president; Mrs. L. R. Allen; 
B. J. Lane, Martin-Senour Co.; Mrs. C. T. Smith; H. J. Klemeyer, Frost Lumber Industries (Inc.); A. J. 
Duensing, Carr-Trombley Manufacturing Co.; Fred Tromley, Southern Wholesale Lumber Co.; J. C. 
Hawkins, Wheeling Corrugating Co.; Bud Fischer, Celotex Corp.; L. C. Coil; Leo R. Allen, manager 
and secretary, Everett Greenwood, John W. Hargiss, Faye Keith; Lee R. Kittle, Leland Pemberton, Glen 
Valbert, Norton Guinn, Raymond Weildt, Charles McHenry, “Colonel Butch" (company mascot) 


Six weeks of remodeling and decorating 
by the Flora (Ill.) Lumber Co. resulted 
in the handsome and convenient business 
quarters here. shown. The office and 
display rooms now have hardwood floors, 
and new modern paint display shelves. 
The display of builders’ hardware also has 
been modernized. The sidewalls have 
been finished in Celotex paneling, with 
Celotex tile board for the ceiling, in ivory 
finish. Venetian blinds have been in- 
stalled. 

Complete stocks of all kinds of lumber, 
as well as paints, builders’ hardware, 
mason supplies, millwork, Celotex, rock 
wool and asphalt shingles are carried in 
the Flora plant. 

Completion of the yard modernizing 
program was marked by observance of 
“Open House Day” May 10, participated 
in by many townspeople, and representa- 





Modernized office and sales 
room of Flora Lumber Co. 


All Dressed Up 


and 
Ready to Gol! 


tives of manufacturers whose lines the 
Flora Lumber Co. handles. 

The private office of L. R. Allen, secre- 
tary and manager, is finished at one end 
in red gum wood paneling, with the sides 
in walnut veneer and an imported African 
wood. 

New lighting effects and other modern 
installations make this a most up-to-date 
office and display room for the Flora 
Lumber Co., whose expansion is told by 
the fact that in 1911 it started with two 
employees, in 1924 had four, and now, 
with branches in Iola and Clay City, it has 
16 men on the payroll, and operates a fleet 
of five trucks. 

Another feature of the remodeling was 
the erection of a fine two story warehouse 
and millroom, 24x50 feet, where the better 
grades of lumber and millwork are stored. 
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Dealer Helps Supply 
Need For Home 


On a recent automobile trip through 
Arkansas, a traveling representative of 
the AMERICAN LUMBERMAN dropped in 
at the yard of the Dixie Lumber Co., in 
the eastern part of North Little Rock, 
which yard is owned and operated by 
Otto Scherz. There our reporter picked 
up an interesting little building story, 
showing what a retail lumber dealer is do- 
ing to help supply his community with 
well designed and well built houses at 
moderate cost. Two of these houses are 
shown in accompanying photographs, 
snapped by the reporter. 

It appears that Mr. Scherz owns some 
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Single-family dwell- 

ing built under su- 

pervision of Otto 
Scherz 


lots in the area in which his yard is situ- 
ated, and decided that it would be a good 
idea to build houses thereon, for rental. 
Accordingly, he first built a single-family 
dwelling, shown in one of the photo: 
graphs, and foilowed this with the duplex 


Otto Scherz and 
daughter on steps of 
duplex house which 


he built 
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house shown in the other picture, in 
which, incidentally, Mr. Scherz is seen 
standing on the step with his daughter 
and able assistant, Mrs. Bernice Sullivan, 
beside him. 

Mr. Sherz designed these houses and 
supervised their construction, aided by 
his daughter, who not only looks after 
the office of the Dixie Lumber Co. but 
has had experience in house designing, in- 
cluding planning one for herself. Through 
working with her father she has acquired 
quite a knowledge of the lumber and con- 
struction business. 

Stepping inside the duplex house one’s 
attention is caught by the attractive finish 
of the rooms, consisting of pine paneling 
for about four feet up from the floor, the 
rest of the walls and the ceiling being cov- 
ered with wallboard. The wood paneling 
and finish are painted and enameled 
white, while the wallboard is left in na- 
tural color, 

This firm’s building enterprise has been 
so satisfactory that Mr. Scherz intends to 
build more of these small homes to rent 
or to sell. 





woods with a lot of fun and good humor 
mixed with the more serious discussions. 
Beginning at eight o’clock, the time slip- 
ped by, and it was eleven o’clock when 
the meeting reluctantly adjourned. The 
by-product of the meeting was the stimu- 
lated interest in hardwoods and the 
arousing of a preference for hardwood 
products. If our members throughout 
the country would apply this plan in 
their Rotary or Kiwanis Clubs or other 
local organizations, when the opportunity 
is presented, it will start a great wave 
of popularity for hardwoods. 





Linen Kitchen Towels Sent to 
Firm's New Home Buyers 


It used to be the custom of the man- 
agement of the I. N. R. Beatty Lumber 
Co. at Joliet, Ill., to send a generous 
bouquet of roses to the owners of a new 
home on the day they moved in. That 
plan was discontinued recently, and the 
idea of a more lasting gift adopted. 

These days, when a family moves into 
its new residence built of materials from 
the Beatty yard, a package wrapped in 
white tissue paper and tied with ribbon 


is received. Undone, there comes to view 
a set of four genuine linen kitchen towels 
bearing a world-famous Chicago depart- 
ment store’s label and selling for $3.50. 

“We got to figuring that while flowers 
were nice, they lasted only a few days, 
while these towels will keep our com- 
pany in the minds of customers for 
years,” said Ward Loeffler. “We figured 
out, too, that for a long time after people 
get into their home they will have the 
towels on the kitchen rack whenever 
there are guests, and mention that they 
were sent by the I. N. R. Beatty Lumber 
Co. This naturally is favorable publicity 
for us, and may even lead to sales later.” 

It is well to mention the brief letter 
and appropriate quotation from Abraham 
Lincoln which are enclosed with the pres- 
ent. The note says: 


“We hope that you will be very happy 
in your new home. It has meant much 
to us, and we want you to know that we 
do appreciate it.” 

The Lincoln quotation, found apt 
accompaniment to the new house owners, 
follows: 

“Property is the fruit of labor; property is de- 
sirable; it is a positive good in the world. That 


some should be rich shows that others may be- 
come rich and hence is just encouragement to 
industry and enterprise. 

“Let not him who is houseless pull down the 
house of another, but let him work diligently 
and build one for himself, thus by example as- 
suring that his own shall be safe from violence 
when built.” 





New Store and Special Services 
Attract Customers 


Very attractive and well arranged is the 
store and office building of the Thurber 
Lumber Co., Rocky Point, N. Y. (on 
Long Island), recently completed. The 
new building includes a large showroom 
and store, commodious offices, several 
connected garages, and a_ three-room 
apartment—the latter being occupied by 
the watchman and his family. 

The Thurber company carries an un- 
usually large and well assorted stock of 
building materials and accessories, includ- 
ing such items as builders’ hardware, 
garden supplies—including seeds and fer- 
tilizer—electrical goods, mason material, 
and many others. On one side of the 
store are 31 bins, displaying as many 
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kinds of nails. Also carried is a complete 
assortment of bolts and screws, as well as 
saws and other tools. 

Paint also occupies an important place 
in the company’s sales “menu”; display 
being provided by a modern arrangement 
of shelves, with indirect lighting, specially 
designed to show these goods in a most 
attractive way. Further illustrating the 
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completeness of the same department, may 
be mentioned the fact that the company 
has installed a paint conditioner, which 
shakes up any sized can of paint, from 
a pint to a gallon, thoroughly mixing the 
contents so that they are in best possible 
condition for applying when delivered to 
the customer. It is worth noting, also, 
that the company gives this conditioning 


33 


service free to everyone, whether the 
paint was purchased at its store or else- 
where. This naturally helps create good- 
will. 

The offices at rear of the store are 
finished in two styles of knotty pine panel- 
ing, suggesting to customers the possibili- 
ties for using that material in finishing off 
a room or two in their own homes. 


Firm’s ‘Welcome Day” Is Happy Event 


A gala occasion for the personnel of 
Rockwell Bros. & Co. at Albany, Tex., 
and its Shackelford County friends, and 
especially for District Manager Frank B. 
Cloud, was the “Open House” to show 
the new office and warehouse that had but 
recently been completed, and to celebrate 
the anniversary of Mr. Cloud’s birthday. 
The festive event occurred on April 1. In- 
cidentally, Frank Cloud has been con- 
tinuously associated with Rockwell Bros. 


& Co. at the Albany yard as local and - 


district manager since 1898, and con- 
tinues to serve as district manager. His 
services to the community and to his em- 





cal and visiting ladies acted as hostesses, 
and did a beautiful job of it. There was 
not a dull moment for the visitors. Music 
was furnished by a string band, with 
singing members. 

Kach guest registered, a number for 
each registrant was placed in a container, 
and substantial value in merchandise was 
awarded to the first three whose num- 
bers were drawn. Prizes payable in 
merchandise were awarded in guessing 
contests also. Souvenirs were given to 
each lady guest, cigars and advertising 
pencils to the men. Refreshments were 
provided for all. The office was beauti- 


Rockwell Bros & Co. had rendered the 
community, and in appreciation of the at- 
tractiveness of their new improvements. 
It was indeed Rockwell Day! 

From early boyhood into his twenties 
J. M. Rockwell, the founder of Rockwell 
Bros. & Co., was a resident of Shackel- 
ford County, and acquired the lumber 
yard at Albany in 1896, making the cele- 
bration particularly fitting. 

John T. Sprouse, of the Houston of- 
fice of the company, spent the day in Al- 
.bany, and reported that the local office 
‘and building material store was the finest 
in the company’s 20 yards and equal to 








Exterior and interior views of new office and warehouse of Rockwell Bros. & Co. at Albany, Tex. 


ployers have been outstanding. The joint 
celebration therefore was very appropri- 
ate, 

The reception was held between the 
hours of two and eight p. m. Approxi- 
mately 400 adults signed the guest regis- 
‘er and all of them appeared to be happy 
that they had attended. A number of lo- 


fully adorned with flowers, the gifts of 
appreciative friends. From nine until 
twelve at night all guests had the oppor- 
tunity of attending a Rockwell Bros. & 
Co. dance at the Legion Hall. 

On April 2 the Albany Chamber of 
Commerce, at a noon luncheon, gave 
public recognition of the services that 


any lumber yard office he had seen. Mr. 
Sprouse was delighted with Albany and 
the local people, and with the fine inter- 
est shown at the formal opening. 

In addition to the new store and of- 
fice, a new warehouse was erected, and 
other improvements made, at consider- 
able cost to the company. 
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PAINT DEPARTMENT OF W. M. DRIGGERS LUMBER CO. 


“All right, I'll tell you a few things about local competition,” 
said a veteran lumberman. He lit a pipe and crossed his feet on 
the waste basket. “I gues you know about it anyway. Maybe I 
just want to talk. 

“At that, it isn’t smart to talk too much about such things. I 
wouldn’t want you to think we’re washed up, because we’re not ; 
and when a man tells his troubles he makes them seem worse 
than they are. There’s still another danger. If a dealer gets to 
brooding over the fast ones pulled by the competition, he gets 
inspired to pull a few fast ones, himself. It’s the old story of 
letting the other fellow trick you into playing his game. 


To Ignore Competition Is a Mistake 


“Naturally you can’t ignore competition. That’s one of the 
mistakes we made for a while. A man’s business isn’t just what 
he makes it, for there are bound to be some things he can‘t 
control. If a competitor gets the Hitler million-or-bust com- 
plex, the idea of big business at any price, then everybody’s in 
for trouble ; and no optimist can talk it into anything else. Sup- 
pose you do ignore him. Then you get the public reputation for 
being high-priced, and even your old customers begin drifting 
away. Suppose you fight back with cut prices, your profits go, 
and you're lucky if your capital doesn’t follow. Nobody, not 
even the Hitler competition, likes to lose money. So, after cut- 
ting prices, the next step is to slick the customer—trimming out 
value to fit the low figures. Building quality goes down, and the 
reputation of frame construction begins to suffer. 

“This has been a good city for building ; growing steadily and 
holding pretty well to good quality. There were plenty of yards, 
of course, and the competition was brisk enough to keep all of 
us watching corners and cutting out lost motion. But prices 
were reasonable, and I mean reasonable for the trade as well as 
for the yards. 

“A group including less than half the yards, but selling about 








W. M. DRIGGERS (left) AND J. R. ADKINS, WITH WALL 
PAPER DISPLAY CASE IN BACKGROUND 
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REALM OF 


When It Comes to 
PRICE vs. QUALITY 


nine-tenths of the lumber, had an informal understanding about 
prices. Now don’t draw any wrong conclusions. We had no 
‘agreement’ and no fixed prices. 


Prices Should Vary With Service Required 


“I never could see how there could be honest and fair fixed 
prices; for if you’re a square shooter you can’t charge every- 
body the same price per thousand. There’s something funny 
about that. The business reformers whose intentions are good, 
but whose active experience is limited, see red at the suggestion 
of fixed prices, but they see still redder over the suggestion of a 
sliding scale. Whether you do or don’t fix prices, these experts 
accuse you of robbing the dear people. But any experienced 
business man understands the fairness of a sliding scale. In 
the first place, it costs less to sell a big order than a flock of lit- 
tle ones. More than once I’ve spent more time selling twenty 
gallons of inside paint than I spent in selling twenty thousand 
feet of industrial lumber. In the second place, suppose one cus- 








The pictures shown on these pages have nothing to 
do with the story. They are a story in themselves. 
The account of competition printed here is by a 
dealer who lives and does business several States 
away. The pictures show the remodeling done by 
the Driggers Lumber Co., of Mt. Pleasant, Tex. They 





tomer buys $1,000 worth of materials a month and pays 
promptly. Another buys maybe $100 worth in a year and doesn’t 
pay until a collector makes a dozen calls and finally threatens to 
sue. If you charge the first customer as much by the thousand 
as you charge the second, you're just naturally something that 
ought to live in a brush pile and rob hen roosts. 

“Our price understanding never was a method of slicking 
customers. It was a method of being fair. There are custom- 
ers whose idea of smart buying is almost funny. A man will 
come around, looking as innocent as a cat full of canary, and 
will ask you the price of 2 by 4’s. Just like that. No amount 
of contriving or of point-blank questioning will get out of him 
what he intends to build. Maybe he’s building a warehouse, 
maybe a saw horse. But you know what he’s thinking of ; using 
a blind quotation as an index, trying to find which is the “cheap 
yard. Often a dealer, suspecting a big order and not wanting to 
be rated high-priced, will cut his list in making such a quotation. 


Competition Should Be on Skilled Merchandising 


“Our understanding was intended to meet such situations. 
All of us quoted the same list, and without any agreement we 
used practically uniform methods in shading prices on big 
orders, so our material prices were always about the same, as 
they should be. We're all equally good buyers and carry about 
the same percentage of overhead. We put competition where tt 
belongs—on the skill of the dealer as a merchant, adviser and 
service agent. The economy of building has to be measured in 
terms of total costs, divided by the years. of satisfactory service 
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THE RETAILER 


—Yard That Is Equipped to Provide Satis- 
factory "Package" Job Must Win Its Trade 
by Educating Prospects as to the Extra Values 
in Its Merchandise Wrapped with Service 


the building will deliver. Even after the depression hit us, we 
maintained quality stocks and service, followed the big market 
changes in unison, and made a fairly reasonable profit. 

“T think now our biggest mistake was in taking it for granted 
that the local public understood the economy of good quality and 
service. But they didn’t. The depression hit them hard, and 
no one can blame them for wanting their money to go as far as 
possible. Because we hadn’t kept them up on the simple fact 
that a building investment, to go a long way, must go a long 
way in years of service as well as in first cost, they began falling 
back on that old weasel phrase, ‘lumber is lumber.’ That phrase 
has cost the building public millions in losses. 


Keep Customers Informed as to Economy of Quality 


“As you know, ours is an old*sawmill country, with many 
little tracts of timber containing small trees of mixed species. I 
don’t have to tell you about the little sawmill that does poor 
manufacturing, ignores grades and sends its stuff out with half 





indicate what can be done to adapt a relatively small 
office to the needs of modern merchandising. W. M. 
Driggers moved a partition back and transformed 
what had been a fairly unattractive and commonplace 
office into a modern store with well displayed stock 
of paint and wall paper 





the sap in the sticks. We hadn’t been hurt by this stuff, for its 
natural market is on farms. No inferior-grade, non-service yard 
had been started here; and we made the mistake of thinking 
there wouldn’t be any trade for such a yard. There always is. 
No dealer can object when such stuff is used for temporary 
buildings, but his trouble comes when a customer, who doesn’t 
know any better, tries to use it in permanent construction. There 
are customers who know a plow horse isn’t as fast as a Derby 
winner, but who take a chance on cold-blooded, spavined lum- 
ber. These are the fellows the quality dealer has to reach with 
his quality propaganda, always and all the time. Otherwise 
both the dealer and the buyers are wide open to a Blitzkrieg. 


It’s Bad to Umbrella Low-Price Competitor 


“We got it, right here. A man started one of these mush- 
room, non-service yards. He was little, but he had big ideas. 
When he found he could sell enough low-grade lumber to sur- 
prise everybody, including himself, he started a little mill out on 
the edge of the city. He spiraled up, added to his mill capacity, 
bought logs and for a time got fairly good sticks. His big mar- 
ket was right here, and in fact for several years this city was his 
ouly market, where all he had to do was to undercut local yard 
prices on big-mill, kiln-dried stock. 

“I began getting uneasy about his competition when he ex- 
panded beyond the usual little-mill operation; the kind that 
Whangs away with an old circular saw, puts everything from 
longleaf to bull pine into the same ungraded, air-dried pile, and 
peddles the stuff out like an ice cream wagon traveling the 
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streets in summer. But the other dealers were sure there was no 
local market of any size for his type of stuff ; so we ignored him, 
and the first thing we knew he had a pretty fair little band mill. 
We made the mistake of holding an umbrella over him, with our 
maintained, quality prices, while we did nothing to fix the value 
of quality in the public mind. 


Aggressive Price Seller Soon Discovers Overhead 


“There may be several morals in this story. The important 
one to us, of course, is that we took too many things for granted. 
But another has to do with the littlke man who got himself run 
over by big ideas. He didn’t know where to stop. If he’d aimed 
solely at this one city, he could have run a long time at a profit. 
But his ambitions carried him to wider fields. The sales and the 
profits he could show on a financial statement were good enough 
so that he could borrow money, and he borrowed lots of it ; even 
went into the manufacture of millwork. His plant got large 
enough so that he was forced into wider markets. Forced isn’t 
the right word, for he planned it that way. But when he got 
outside this city he found the field pretty well covered with non- 
service yards that were marketing pumpkin vine at prices which 
left him little profit; and when he ran into the wholesale com- 
petition of big mills in the open market he began having troubles. 


Big Investment Is Disadvantage in Price War 


“About that time our little group got mad, and that scared me 
even worse ; for you know what happens when yards with heavy 
investments start a price war. A heavy overhead puts two 
strikes on a retailer before he even goes to the plate in that kind 
of a game. One or two of our old fraternity, yards with long 

(Continued on page 55) 
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OFFICE OF THE DRIGGERS LUMBER CO.., 
MT. PLEASANT, TEX. 
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ews From Nation's Capital 
The Wage and Hour Law 


NOTICE 
The following article on the Wage and Hour 
Law has been prepared by the editorial staf of 
the AMERICAN LUMBERMAN from all the mate- 
rial on the subject available at this time. Some 
of the problems not covered by interpretative 
bulletins or letters of opinion have been discussed 
with a representative attached to the Chicago 
Office of the Wage and Hour Division. The 
editorial staff of the AMERICAN LUMBERMAN 
cannot, of course, guarantee the legal weight 
of the conclusions. As far as we can determine, 
in the absence of test cases, this article presents 
the basis upon which the law is being enforced 
at this time. 


SUBJECT: Application of the Wage and 
Hour Law to Retail Lumber and Building 
Materials Dealers. 

FOREWORD: From G-37, a release issued 
from the Wage and Hour Division, U. S. De- 
partment of Labor, prepared in the Office of 
General Counsel, George A. McNulty; and from 
all official information received in the past and 
on hand at this time, it may be stated that 
according to the interpretations issued to this 
publication (except for (1) manufacturers pro- 
ducing goods within the State for consumption 
within the State and (2) wholesalers, receiving 
goods from manufacturers or wholesalers within 
the State and, selling goods for consumption 
within the State), it is difficult to imagine 
a manufacturing or wholesale business serving 
or supplying retail lumber and building ma- 
terials dealers which is NOT covered by the 
Fair Labor Standards Act. 

Assuming, therefore, that the wage and hour 
law applies to practically all manufacturers 
(who manufacture for shipment outside the 
State) and wholesalers (who obtain goods from 
outside the State or sell outside the State) in 
the building materials field, then exemption 
from the conditions imposed by the wage and 
hour law hinges, for retail dealers, on the an- 
swers given to the following three questions : 


(1) When is a retailer a wholesaler? 
(2) When is a retailer a manufacturer? 


(3) If a retailer is a retailer, is the “sreater 
part” of his “selling and servicing” in “intrastate 
commerce” ? 


THE BASIS FOR THE ANSWERS TO 
THE ABOVE THREE QUESTIONS: The 
office of the General Counsel of the Wage and 
Hour Division has issued interpretative bulletins 
and letters of opinion which serve as a guide 
to the Administrator in the performance of his 
duties, unless and until he is directed otherwise 
by authoritative rulings of the courts. How- 
ever, it is on the basis of these constructions 
that the Administrator enforces the Act. Ina 
recent United States Supreme Court decision, 
the court said that an interpretation by the 
Wage and Hour Division is “entitled to great 
weight.” 

The opinions and interpretations issued, there- 
fore, must also serve as a guide for retail deal- 
ers in determining whether or not they are 
— by the provisions of the wage and hour 
aw. 

The situations outlined below are therefore 
based unon interpretations and opinions issued 
by the Wage and Hour Division, U. S. Depart- 
ment of Labor; and, on sections of the Act 
itself, plus such court rulings as are available 
at this time. : 

THE STATUS OF THE RETAIL 
DEALER AS DETERMINED BY THE 
WAGE AND HOUR DIVISION: WHEN 


RETAILER SALES ARE CONSTRUED 
TO BE WHOLESALE SALES: 


(1) Materials sold for purposes of resale in 
any form, such as, sales to other dealers who 
intend to resell the goods purchased, are whole- 
sale sales. (In other words, this example points 
out that sales to be retail sales must be sold 
only to the ultimate consumer for private use. 
The additional examples given clarify this 
point) ; 

(2) Sales to industrial concerns which use 
the materials for further fabrication, such as 
furniture, boxes, automobiles, toys, ships, etc., 
are wholesale sales; 


(3) Sales to building contractors or other 
business concerns for the construction, main- 
tenance and repair of buildings, railroads, high- 
ways, bridges and other structures are whole- 
sale sales. (Except where the sale is made to 
a contractor who purchases materials on behalf 
of an individual private consumer: “where the 
materials are purchased for the construction, 
maintenance or repair of a single private dwell- 
ing, garage, fence, etc., ordered by the individual 
homeowner”) ; 


(4) Sales to Federal, State or Municipal 
Governments are wholesale sales; 


(5) It appears from the foregoing that sales 
to contractors or builders who build on specula- 
tion, or to realtors who develop subdivisions, 
are also classified as wholesale sales. (Particu- 
larly, does this seem true in view of the defini- 
tion, “a retail sale in our opinion is a sale of 
goods in small quantities to individuals for 
private use and not for business and industrial 
purposes.” ) 

Other instances of sales made by retailers 
and construed to be wholesale sales are: (1) 
sales to store owners—store fronts, remodelling, 
etc.; (2) transactions such as occur when a 
retail dealer builds a house or several houses on 
speculation for resale to ultimate consumers as 
house owners (in this case the retail dealer’s 
own employees are under the Act except for 
such workweeks as they are wholly engaged in 
the construction of such houses, as are carpen- 
ters, sub-contractors, etc., employed by con- 
tractors. ) 


WHETHER OR NOT YOU ARE A 
WHOLESALER depends on whether or not 
50 percent or more of the dollar value of your 
sales were sold to individual consumers for 
private use (or to contractors purchasing mate- 
rials on behalf of an individual consumer on 
the order of that consumer.)* 


YOU ARE A WHOLESALER if the ac- 
cumulated dollar value of vour sales falling 
under the five classifications listed above equals 
more than 50 percent of your total sales. And 
if you are a wholesaler, even though you sell 
only in the State. and locally, you are deemed 
to be engaged in interstate commerce and there- 
fore vour emplovees come under the wage and 
hour law. For the opinion has been forwarded 


*But in considering the dollar value it is 
also well to check the dollar volume of your 
whole business, for the U. S. District Court, 
Western Dist. of Tenn., found that “if it (the 
defendant company) also does a substantial 
wholesale business, its business taken as a 
whole should not be considered a retail estab- 
lishment within the meaning of the exemp- 
Cle eso” 

(Editor’s Note: It has been pointed out 
that for the purpose of enforcement, the 
Wage and Hour Division is still using its own 
interpretation rather than the court decision 
noted here.) 


that “wholesalers purchasing their goods from 
outside the State should comply with the provi- 
sions of the Act,” for their employees are 
“engaged in the stream of commerce.” 


EXCEPTION: It has been pointed out that 
the Wage and Hour Division has as yet taken 
no position with reference to the following situ- 
ation: If a retailer or a wholesaler purchases 
his supplies from a wholesaler or a manufacturer 
within the State and sells these supplies for con- 
sumption wholly within the State, then at this 
writing such a retailer or wholesaler has not yet 
been considered as being under the Act, since no 
position on this transaction has been taken by 
the Wage and Hour Division. 


Since the retail exemption in the law applies 
to individual establishments, if two or more 
yards are under the same management, each 
yard is considered an individual establishment 
and must evaluate its sales separately, for one 
yard might have more than 50 percent whole- 
sale sales and therefore be classified as a whole- 
saler, even though the business of two or more 
yards taken together might show a preponder- 
ance of retail sales for the group. 


It likewise seems clear that the yard or head- 
quarters that purchases for a group of yards 
will be considered a wholesale outlet, although 
the branch yards may still be considered retail 
outlets, for according to the interpretations, “if 
the wholesale or manufacturing branch of the 
business is distinct and separate from the retail 
branch—as where a physically separate portion 
of the premises is devoted to such activities— 
such a wholesale or manufacturing branch taken 
alone would ordinarily be considered as a sepa- 
rate establishment and the (retail) exemption 
would not apply to the employees of such 
branch.” 


WHEN A RETAILER IS CONSTRUED 
TO BE A MANUFACTURER: 


It is the rulings on manufacturing and 
the definition of a retail establishment that 
cause the most confusion. In the first place 
there is a ruling which states “it is obvious that 
an establishment engaged in manufacturing 
operations cannot be regarded as a retail estab- 
lishment, even though its sales are made to 
individuals for private consumption. Thus, a 
lumber yard engaged in constructing sashes and 
doors or millwork is not a retail establishment 
notwithstanding the fact that more than 50 per- 
cent of its sales may be made to private home- 
owners. Of course if the firm has a separate 
retail outlet, this outlet may be a separate retail 
establishment for purposes of exemption.” This 
interpretation taken together with the word 
“exclusively” in the definition, “for the purposes 
of enforcement it is our position that any estab- 
lishment which is engaged exclusively in the 
distribution of merchandise may be considered 
a retail establishment if 50 per cent or more 
of the dollar value of its total sales are retail 
sales,” seems to include all retail firms that do 
any fabricating, such as building hog troughs, 
chicken houses, etc., for contractors; and this 
construction seems to make manufacturers of 
retailers who do any of these things. But it 
does not necessarily mean that these manufac- 
turing retailers are affected by the Wage and 
Hour Law. 

For, it is likewise stated that, “employees 
engaged in the production of goods for local 
consumption would seem to be excluded from 
the scope of the Act even though the raw mate- 
rials upon which they work are brought in 
from outside the State. Such employees are 
certainly not engaged in the production of goods 
for interstate commerce as the term is defined 
in... the Act. And it seems they cannot be 


considered as engaged in interstate commerce 
because they are working on or processing goods 
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that have come to rest within the State and 
have ceased to be articles moving in interstate 
commerce.”** 

There is further evidence that the above inter- 
pretation is valid, for an official of the NRLDA 
who was seeking interpretations from the Wage 
and Hour Division states, “it is my under- 
standing from the reply I received from the 
Wage and Hour officials that, provided such 
manufactured material went into local con- 
sumption and was not produced for commerce, 
it would not come under the Act, and conse- 
quently, the retailer would not lose his exemp- 
tion.” 

If, however, retailers are deemed to be manu- 
facturers because of these minor fabrications of 
materials, then undoubtedly the retailer who 
sold such fabricated materials across a State 
line, even though for local consumption, would 
find that his employees came under the Act. 

Furthermore, if a line yard company fabri- 
cates at a central point for a number of its 
yards, or the woodworking part of a single 
establishment is definitely separated from the 
building material yard, it is highly probable 
that that portion of the company would be con- 
sidered as a separate wholesaling branch as 
well as a manufacturing branch, and therefore, 
the employees connected with that portion of 
the company would come under the Act. 


WHEN A RETAILER IS DEEMED TO 
BE A RETAILER: 


The section which exempts retail dealers from 
the provisions of the wage and hour law reads, 
“the provisions of sections 6 and 7 shall not 
apply to . . . any employee engaged in any 
retail or service establishment the greater part 
of whose selling or servicing is in intrastate 
commerce.” This apparently means that re- 
tailers can deliver goods across State lines 
provided that more than 50 percent of their 
sales are made within the State; and provided 
the materials have not been pre-fabricated by 
the retailer, and are not deliveries following a 
sale classed as wholesale. 

It is specially noted that sales to farmers are 
considered retail. 

All the foregoing, in general, outlines the 
position of the building material and lumber 
dealers: In other words, most dealers will be 
able to determine their status from the above 
and come to a conclusion as to whether or not 
they are classified under the Wage and Hour 
Law as retailers, wholesalers, or manufacturers. 


THE WHOLE POINT IS, a retail sale 
is one made to (1) the ultimate consumer 
for private consumption; (2) a farmer; and 
(3) to a contractor who purchases materials 
on behalf of an individual private consumer. 


_There are, however, certain employees, spe- 
cifically exempted by the Act that do not come 
under the wage and hour laws even though the 
dealer’s establishment is classed as a wholesale 
or manufacturing outlet. These exemptions 
depend upon the type of work performed bv the 
particular employees but before applying these 
exemptions it is well to consider the following 
statement: 

“Tt is thus recognized that an emplovee may 
he subiect to the Act one week and not the next. 
t is likewise true that some employees of an 
emplover may be subject to the Act and others 
not. But the burden of affecting segregation 
hetween workweeks and between different em- 
Dlovees is upon the emplover and. as to anv 
narticular emnloyee not accorded the benefits of 
the Act during anv workweek it would be 
necessary, for example, to show that he did not 
Prepare or handle materials used in the pro- 
duction of goods for interstate commerce, nor 
clean machinery used in such production, nor 

**In interpretative bulletin No. 5 there is, 
however, an opinion stated that may bring 

Some employees of a manufacturing retailer 
under the wage and hour law. This opinion 
IS as follows: “other employees in the same 
Plant, however, such as employees purchasing 
Taw materials from other States or handling 
Stage cking them upon receipt from other 
oe may be engaged in commerce and 

erefore entitled to the benefits of the Act.” 
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aid in any way in the production of any goods 
for commerce. Our experience thus far has 
indicated that much so-called ‘segregation’ does 
not satisfy these tests and that many so-called 
‘segregated employees’ were in fact engaged 
in the production of goods for commerce.” 


EMPLOYEES EXEMPTED AND DEFI- 
NITIONS OF THEIR CAPACITIES: 

EXECUTIVE AND ADMINISTRATIVE: 

“The term ‘employee employed in a bona fide 
executive and administrative . . . capacity’ shall 
mean any employee whose primary duty is the 
management of the establishment, or a_ cus- 
tomarily recognized department thereof, in 
which he is employed, and who customarily and 
regularly directs the work of other employees 
therein, and who has the authority to hire and 
fire other employees or whose suggestions and 
recommendations as to the hiring and firing and 
as to the advancement and promotion or any 
other change of status of other employees will 
be given particular weight, and who customarily 
and regularly exercises discretionary powers, 
and who does no substantial amount of work of 
the same nature as that performed by non- 
exempt employees of the employer, and who is 
compensated for his services at not less than $30 
(exclusive of board, lodging, or other facilities) 
for a workweek.” 


PROFESSIONAL: 


“The term ‘employee employed in a bona fide 
. . professional . . . capacity’ shall mean any 
employee— 
(a) who is customarily and regularly en- 
gaged in work— 

( i) predominantly intellectual and va- 
ried in character as opposed to 
routine mental, manual, mechanical 
or physical work, and 


( ii) requiring the consistent exercise of 
discretion and judgment both as to 
the manner and time of perform- 
ance, as opposed to work subject to 
active direction and supervision, 
and 


(iii) of such a character that the output 
produced or the result accomplished 
cannot be standardized in relation 
to a given period of time, and 

(iv) based upon educational training in 
a specially organized body of 
knowledge as distinguished from a 
general academic education and 
from an apprenticeship and from 
training in the performance of 
routine mental, manual, mechanical, 
or physical processes in accordance 
with a previously indicated or 
standardized formula, plan or pro- 
cedure, and 


(b) who does no substantial amount of work 
of the same nature as that performed by 
non-exempt employees of the employer.” 


LOCAL RETAILING CAPACITY: 


“The term ‘employee employed in a bona fide 
. . . local retailing capacity’ shall mean any 
employee who customarily and regularly is en- 
gaged in making retail sales the greater part of 
which are in intrastate commerce. or who per- 
forms work immediately incidental thereto, such 
as the wrapping or delivery of packages, and 
who does no substantial amount of work of 
the same nature as that performed by non- 
exempt employees of the employer.” 

OUTSIDE SALESMAN: 


“The term ‘employee employed . . . in the 
capacity of outside salesman’ shall mean any 
employee who customarily and regularly per- 
forms his work away from his employer’s place 
or places of business, who is customarily and 
regularly engaged in making sales as defined 
in Section 3 (k) of the Act and who does no 
substantial amount of work of the same nature 
as that performed by non-exempt employees 
of the employer. For the purposes of this 
definition, recurrent routine deliveries, whether 
or not prior orders are placed by the pur- 
chasers, and collections, shall not be considered 
sales.” 
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WAGE AND HOUR DIVISION 
STATES ENFORCEMENT POLICY 
CONCERNING MAXIMUM HOURS 
OF EMPLOYEES OF PRIVATE 
CARRIERS BY MOTOR VEHICLES 


Colonel Philip B. Fleming, Administrator of 
the Wage and Hour Division, U. S. Department 
of Labor, when asked to state the Division’s 
position on the status of employees of private 
carriers by motor vehicles under the Fair Labor 
Standards Act, in view of the report on May 1, 
1940, of the Interstate Commerce Commission 
as to its proposed regulation of the hours of 
service of drivers of private carriers made the 
following statement: 

“In paragraph 5 of Interpretative Bulletin 
No. 9, published by the Wage and Hour Divi- 
sion in May, 1939, and revised the following 
month, the office of the General Counsel stated 
its opinion that employees of private carriers by 
motor vehicle were not within the exemption 
provided in Section 13 (b) (1) of the Fair 
Labor Standards Act, unless and until the Inter- 
state Commerce Commission made a finding of 
need to establish reasonable requirements to 
promote safety of operation of such carriers. 

“The Interstate Commerce Commission has 
just published its report containing a finding 
that there is need for Federal regulation of 
private carriers of property to promote safety 
of operation of motor vehicles used by such 
carriers in transportation of property in inter- 
state or foreign commerce. On the basis of 
this report, the Commission has issued an order 
prescribing hours of service regulations solely 
for drivers employed by such private carriers, 
to be effective on and after August 1, 1940, and 
accordingly, the exemption in Section 13 (b) 
(1) of the Fair Labor Standards Act will 
become applicable; but it has been the position 
of the Division that the I. C. C. order has no 
retroactive application.” 

The following interpretations of the opinion 
above have been given to the AMERICAN LuM- 
BERMAN and may assist readers to better under- 
stand its meaning: 


(A) If a manufacturer or wholesaler trucks 
material to a wholesaler or retailer in another 
State, the driver of that truck is under Inter- 
state Commerce Commission regulations. 


(B) If a retailer trucks material to a buyer 
in another State. the driver of that truck is 
under Interstate Commerce Commission regula- 
tions. 


(C) If material is trucked to a railroad ter- 
minal within the State and is then shipped by 
rail outside of the State, the truck driver is 
under Interstate Commerce Commission regula- 
tions. 


(D) If a wholesaler or manufacturer in the 
State trucks material to a retailer or wholesaler 
or manufacturer within the State, and that 
retailer, wholesaler or manufacturer trucks or 
ships out of the State, the driver of the whole- 
saler or manufacturer who trucked the material 
only within the State is under the Wage and 
Hour Law. 


(E) If a wholesaler, who sells goods which 
have been produced within the State, or a man- 
ufacturer in the State. trucks material to a 
wholesaler or retailer who sells the material for 
consumption within the State, the driver of the 
wholesaler or manufacturer is under neither 
law. 


(F) If a wholesaler receives material from 
out of the State and trucks it to a dealer within 
the State, the truck driver is under the Wage 
and Hour Law. 


(G) Ifa retail dealer trucks material within 
the State, the driver is under neither law (ex- 
cept as noted in paragraph C.) 


An employer under Interstate Commerce 
Commission regulations is not required to pay 
time-and-a-half for overtime compensation. But 
regulations with respect to safety, prescribed by 
the Commission, must be adhered to, which in- 
cludes the maximum of 60 hours a week for 
drivers. 
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June 5.—Under ideal surroundings as_ to 
accommodations, equipment and _ prevailing 
weather, the forty-eighth annual convention of 
National-American Wholesale Lumber Associa- 
tion was held here yesterday and today, with 
an attendance slightly above that of one year 
ago. There were single business sessions each 
day extending from 10 until 2 o’clock, leaving 
ample time for social functions in the late 
afternoon and evening, including motor drives 
for the ladies about beautiful Westchester 
County, specially conducted bus trips to the 
World’s Fair grounds, dinner and_ bridge 
parties on the club terrace: 

Five of the eleven living ex-presidents were 
registered. The sixth—Max Myers, of Cleve- 
land, who with Mrs. Myers had started to 
motor to Rye—was involved in a motor acci- 
dent that sent both to a hospital in Easton, 
Pa., for treatment, but a wire to the conven- 
tion brought the welcome information that both 
would be able to return to Cleveland by the 
end of the week. Two other ex-presidents sent 
greetings by wire—John W. McClure, of Mem- 
phis, and Horace F. Taylor, of Buffalo; while 
another, Otis N. Shepard, of New York, was 
with his father, H. B. Shepard, at a Boston 
hospital, where the latter, 85 and dean of the 
Boston wholesale trade, was undergoing an 
operation for the removal of a cataract from 
one eye. 


President Discusses World Problems 


The opening session of the convention was 
called to order at 10 o’clock Tuesday by Presi- 
dent J. A. Currey, of New York. Before 
presenting his annual address, he directed 
attention to the fact that two veteran editors 
of lumber publications were on hand to record 
the proceedings—John W. Long of the New 
York Lumber Trade Journal, and Fred J. 
Caulkins, at present serving as eastern staff 
representative of AMERICAN LUMBERMAN. 
Both writers arose and were generously ap- 
plauded. 

President Currey reviewed world conditions 
and the probable effect upon the lumber busi- 
ness of the present economic and political trends 
at home and of the outcome of the destructive 
current war in Europe. It was a scholarly and 
masterful presentation of the problems which 
all business interests must face and solve in 
the years that are ahead. Fourteen members 
had passed away within the year, and after 
their names were read the entire company stood 
briefly in silent tribute to their memory. 


Manager Reviews Association Affairs 


Next on the program was the report of 
Secretary-Manager Sid L. Darling. He used 
the opening sentence of President Roosevelt’s 
special defense message to Congress as a guide 
for action in the lumber industry. “These are 
ominous days—days whose swift and shocking 
developments force every neutral nation to look 
to its defenses in the light of new factors.” 
Continuing, he said, “In the light of new factors, 
this industry should louok to its defenses.” At 
the close of the fiscal year the membership 
stands at 303, a loss of only four in a very 
difficult and complex business year. The ex- 
pense account had been held well within the 
budget set at the outset of the year. He 
reviewed briefly all moves made by President 
Currey and other members to co-operate with 
Government officials, in efforts to liquidate the 
vast store of lumber and logs in New England 
salvaged from the hurricane-felled logs in that 
section. Each step in plans for marketing this 
lumber had been outlined in President Currey’s 
address, to which the secretary merely added 
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Wholesalers Review Worldwide 
Developments and Own Problems 


WESTCHESTER Country CLus, Rye, N. Y., 


the thought that “the final move is yet to be 
made.” 

The subject of “Taxes—What Can We Do 
About Them?” was discussed expertly by Dr. 
Charles W. Gerstenberg, of New York, presi- 
dent of the National Tax Association, who 
in conclusion urged that lumbermen co-operate 
with all agencies that are working for a more 
sane and proper tax structure in their home 
cities as well as in States and nation. After 
thanking the speaker for his enlightening ad- 
dress, President Currey declared that the time 
had arrived when individual lumbermen should 
“Go to the Mat” with each taxing power and 
compel it to see the devastating effect of its 
work, 


Higher Volume Cuts Percentage Costs 


Charles F. Kreamer, of Philadelphia, chair- 
man of the “wholesale cost” committee, next 
presented the results of its study of costs of 
conducting the wholesale lumber business, com- 
piled from reports of 95 concerns, of which 
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an even hand against organized labor as well 
as organized business, and that there was no 
thought of harassing either group so long as 
they operated within the letter and spirit of 
the law. 


Nine New Directors Chosen 


At this point, Julian A. Rice, of the J. A. 
Rice Lumber Co., New York, as chairman of 
the committee to nominate directors for the 
three year term, presented his report, and by 
vote, these nine directors were chesen to com- 
plete the board of thirty: 

H. F. Beal, Beal Lumber Co., Jacksonville, 
Fla. 

John O. Gronen, C. O. Gronen Lumber Co. 
(Inc.), Waterloo, Iowa. 

Carl E. Soderberg, Carl Soderberg Lumber 
Co., Spokane, Wash. 

Elliot K. Harroun, J. E. Harroun & Son, 
Watertown, N. Y. 

Edward F. Magee, 
Co., Philadelphia, Pa. 


E. F. Magee Lumber 








J. A. CURREY, 
New York; 
Re-elected President 


EF. W. SMITH, 
Boston, Mass.; 
Vice President 


WM. SCHUETTE, JR., 
New York; 
Treasurer 




















73 were members and 20 were non-members. 
The percentage cost in 1939 was 8.1555, a drop 
of 1.1903 from the 1938 average, which was 
9.3458. These tabulations cover direct mill 
shipment business only. The average footage 
per wholesaler in 1939 was 21,296,000 feet, 
against an average in 1938 of 17,882,000 feet ; 
and the higher volume in 1939 results in the 
lower cost percentage for that year. 

“Building up to a standard, not down to a 
price,” was the theme of an address by Robert 
A. Jones, of Philadelphia, director of public 
relations, Middle Atlantic Lumbermen’s Asso- 
ciation. Edward Greer, of Philadelphia, presi- 
dent of the Northeastern Salesmen’s Confer- 
ence, discussed lumber from the standpoint of 
the salesman. 


Shingle Secretary on Anti-Trust Drive 


W. W. Woodbridge, of Seattle, manager of 
the Red Cedar Shingle Bureau, next presented 
his conclusions as to the real attitude of Thur- 
man Arnold, in charge of Department of Jus- 
tice prosecutions for offenses against the anti- 
trust laws. Mr. Woodbridge wishes to keep 
the activities of his Shingle Bureau clear of all 
possible suspicion, and after several conferences 
with Mr. Arnold was apparently convinced that 
the Justice Department is both sincere and 
earnest in its purpose to enforce the Jaw with 


John S. Mauk, Mauk Seattle Lumber Co., 
Seattle, Wash. 

G. M. Harrington, MacDonald. & Harring- 
ton (Ltd.), San Francisco, Cal. 

Otis N. Shepard, Shepard & Morse Lumber 
Co., New York, N. Y. 

Earl V. Smith, Earl V. Smith Lumber Co. 
Salt Lake City, Utah. 


Executive Personnel Elected 


To conclude the Tuesday session, the Chair 
called for the usual expressions from the floor 
in the form of suggestions for the presidency 
for the ensuing year, as a guide to the directors 
at a later meeting in completing the executive 
personnel. Edgar A. Hirsch, of' New York, 
arose to urge the retention of President Currey 
in that office, and his motion was spontaneously 
seconded by others. ; 

At a meeting of the directors held later m 
the day, the official family was completed as 
follows: 

President—J. A. Currey, J. C. Turner Lum- 
ber Co., New York. 

First vice president—R. C. Hermann, Pitts- 
burgh, Pa. 

Second vice president—Farnham W. Smith, 
Blanchard Lumber Co., Boston. 

Treasurer — William Schuette, 
York. 


Jr., New 
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Discuss Probable Effects of War; Anti-Trust Drive and 
Classifications Under Wage-Hour Law; Sale of North- 


east Salvage; 


Secretary-Directing Manager—Sid L. Dar- 
ling, New York. 

Manager Western District—Roy A. Dailey, 
Seattle. 


Wage-Hour Counsel Answers Questions 


The single session on Wednesday was replete 
with interest, climaxed by the discussion of 
the “Wage-Hour Classification of Sales— 
Wholesale and Retail,” led by George A. Mc- 
Nulty, general counsel Wage Hour Division. 
A score or more of executives from State and 
regional retail associations were on hand to 
participate in the discussion, during the question 
and answer period which followed Mr. Mc- 
Nulty’s address. His office, under date of May 
21, had issued an interpretative bulletin out- 
lining the classifications of manufacturer, whole- 
saler and retailer, as adopted by the Wage 
Hour Division. It had been decided to advise 
each industry the probable construction and 
application of this new law, and he urged that 
the lumber industry co-operate in support of 
this attempt to interpret a reasonable law along 


Distribution Ethics; 


cut of 6,400 million feet. Western pine pro- 
duction of 4,683 million feet increased about 
20 percent; and pine shipments were the high- 
est since 1929. It was a good red cedar shingle 
year, with United States production rising to 
6,210,000 squares, while Canadian sales in the 
U. S. A. were approximately 2,750,000 squares. 
Continuing its amazing progress, the Douglas 
fir plywood industry experienced its best year, 
with an output of over 840 million feet, an 
increase of 75 percent over 1938 figures. Then 
followed an extemporaneous discussion of pres- 
ent conditions on the Pacific Coast, and as Mr. 
Dailey found them on his three week trip to 
the convention. 


Some Disregard Distribution Ethics 


Since May 15 the volume of business on the 
West Coast was a little off, and net prices at 
the mills had dropped slightly. His recent 
visits in the middle West had confirmed an 


‘ earlier conviction that its business practices and 


standards were the sanest. His report dwelt at 
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SID L. DARLING, 
New York; 
Directing Manager 


HORACE A. BAILEY, 
Boston, Mass.; 
Trade Relations 


ROBERT C. PEPPER 
Springfield, Mass.; 
Unethical Practices 
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reasonable lines. He made it clear that every 
interpretation of the law by his department 
would be subject to court decisions. At the 
conclusion of his address, he answered a long 
list of questions from the floor, some of which 
aimed to clear the question of classifications of 
the three branches of the industry, while others 
sought an answer to the problem in connection 
with wage payments for overtime by men on 
the payroll who performed selling or expert 
advisory service, and paid little attention to 
the time factor. He made it clear that prose- 
cutions by his department would be instituted 
only where complaints are made by aggrieved 
Parties. 


Reports on Developments in West 


The annual report of association activities 
west of the Mississippi was presented by West- 
ern Manager Roy A. Dailey, of Seattle. He 
left his home office three weeks ago and had 
Visited the trade in all western centers enroute 
to the convention. Reviewing developments in 
the West the past year, he said, it was “clearly 
a much better year for the majority of western 
manufacturers and wholesalers from several 
viewpoints. Production increased materially, 
and net returns were somewhat better in spite 
of increased production costs. Douglas fir pro- 
duction increased 24 percent over 1938, with a 


length upon the ethical trends of lumber dis- 
tribution, and the pressure being exerted by 
the larger line-yard buyers in the West and by 
the so called “buying agencies,” to route their 
purchases direct from the producer to the retail 
distributor, one of the latest developments along 
this line being the announcement by the secre- 
tary of a State association of retail dealers 
that he was prepared to place orders for their 
yard requirements direct with the mills. Mr. 
Dailey felt that it was hard to determine which 
element was gaining ground, but was convinced 
that the better mills were co-operating with 
the wholesale groups in striving for regularity 
in the distribution of lumber as the most sane 
way to promote sound business through the 
industry. 

“The European Situation As It Affects Lum- 
ber” was the title of an address by Phillips 
A. Hayward, chief of the forest products divi- 
sion of the U. S. Department of Commerce. 
By means of a series of graphs and statistics 
he traced the flow of American lumber to war- 
torn Europe, and concluded a very informative 
talk with the prediction that, in the reconstruc- 
tion period following the war, there must 
develop an urgent call for American lumber 
from those devastated countries whose forests 
have been wrecked and whose forest products 
have been exhausted. 


Cost Survey 


“How to Sell More Lumber” was discussed 
by Carroll G. Belknap, president of “Trade- 
Ways (Inc.)” of New York. He described in 
detail the work of the Merchandising Institute 
and its instruction course based upon the text 
book “Testing Selling Methods.” More than 
4,000 sellers of lumber had taken this course, 
450 of whom were connected with the wholesale 
branch. He read a long list of tributes from 
leading salesmen who had profited from its 
teachings, and concluded his talk with the terse 
statement: “Perhaps my competitors have not 
taken the course in “Tested Selling Methods.’ 
They are handicapped. If they have taken the 
course, then I will be glad that I also did, for I 
will have an even chance in competition.” 


Condemn Split Commissions, Direct Sales 


The concluding addresses on the program 
were by Robert C. Pepper, of Springfield, 
Mass., and Horace A. Bailey, of Boston, presi- 
dent of New England Wholesale Lumber Asso- 
ciation, each discussing in detail the unethical 
and demoralizing practices of the “split com- 
mission” and of direct sales by the manufac- 
turer to the retail dealer. “Such practices are 
destructive of profits and of sane trade rela- 
tions,” said Mr. Bailey. “The manufacturer 
should be shown that he can not sell to us and 
also to our best cash customers among our 
retail friends, and get away with it. Are we 
to continue to do business with such shippers? 
The anser is No.” 

Edward F. Magee, of Philadelphia, chair- 
man of the resolutions committee, presented the 
usual long list of resolutions, all of which were 
adopted. There were expressions of thanks to 
the press, the executive officers and employees 
of the association and all speakers on the pro- 
gram for excellent services rendered. There 
were also resolutions expressing sympathy to 
former President Max Myers, of Cleveland, 
and Mrs. Myers, who had been injured in a 
motor crash while en route to the convention. 
There was also an expression of deep sympathy 
to the Canadian members and trade friends in 
the dark days through which they are passing, 
and of hope for an early and successful end of 
the crisis. 

The convention reached adjournment soon 
after the noon hour. 





To Replace Two Burned 
Plywood Plants 


Oympi1a, WaAsH., June 8—The Olympia 
Veneer Co., of this city, will build a $700,000 
plywood plant at Eugene, Ore., to replace a 
$800,000 unit destroyed by fire at Aberdeen, 
Wash., last March 1, it was announced here 
this week by President Morris Sekstrom. Mr. 
Sekstrom said that the plant, when completed, 
would employ 300 men. He said that Eugene 
business men have underwritten the cost of 
building a $15,000 mill pond capable of holding 
8,000,000 feet of peeler logs. Besides its plant 
here, the Olympia Veneer Co. also operates 
a plant at Willamina, Ore. 


ABERDEEN, WaASH., June 8.—Contract for 
construction of the new American Plywood 
Corp.’s plant here was awarded Thursday night 
to the Grays Harbor Construction Co., of this 
city, announced V. A. Nyman, manager of the 
plywood company. Construction is to start 
immediately, he said. Cost of construction was 
not announced. The plant will be built on the 
site of the Aberdeen plywood plant which was 
destroyed by fire last March 1. 





“Every Tuesday night we hold a sales 
meeting of the entire organization,” said 
Howard Potter, president and general 
manager Potter Lumber & Supply Co., 
Worthington, Ohio. 

“We have been doing it for some time, 
and everybody in our organization has 
passed the Tested Selling Methods 
Course. When we completed that work 
we kept right on with the weekly meet- 
ings. The background we had from the 
course enabled us to approach our united 
selling problem with a lot more intelli- 
gence and understanding, giving us a real 
basis for analyzing our work, and locating 
reasons for both successes and failures. 

“Everybody in our yard is trained to 
get the customer’s whole story, even 
when he buys only one board. By finding 
out what he wants to use that board for, 
we can usually give him some extra serv- 
ice, in the form of advice, often saving 
him some money; and, what is most im- 
portant, generally can sell him something 
he did not think about when he came in, 
or perhaps pave the way for a future and 
bigger sale. 

“Any employee who fails to get the 
whole story brings the case up at a weekly 
meeting, and it becomes a problem to 
which we all apply ourselves. Everybody 
is interested in just how the case was 
handled, and finding out what might have 
been done to get the desired information. 









Get Customer s 
Whole Story, 


ls Basic Rule 






Small demonstration house built by Worthington tg 
Housing Guild, and sold during public inspection perio 


It is surprising how these discussions 
sharpen sales abilities. Every meeting is 
built around the solving of one or more 
specific sales problems. At firsi these 
were usually hypothetic. Now, with a 
real selling consciousness in the organiza- 
tion, we always have problems that ac- 
tually are confronting one or more of us. 

“As an example, we recently got a new 
home sale developed to the point that 
the prospect—who is an official of a rail- 
road that does not serve our town di- 
rectly—wanted to buy from us, but felt 
that he should give the business to some- 
one served directly by his road. Our 
salesman felt that he had a tough one on 
his hands, and brought the matter up at 
the meeting. We were able to go through 
our records and discover that one of our 
heaviest selling items traveled over 90 
percent of the distance from the produc- 
ing point to our yard on his road, where 
it was switched for the remaining few 
miles to the road that runs into Worth- 
ington. The freight tonnage was impres- 
sive, and our salesman, armed with this 
information, was able to give the pros- 
pect the ‘out’ he needed to justify placing 
his business with us.” 

Mr. Potter’s whole selling organization 
consists of college graduates, and includes 
his daughter Ruth, and his son Joe. Miss 
Potter has one year to go before receiv- 
ing her Doctor’s degree in economics. 


Left—This attractive 
home, builtin 
Worthington, Ohio, 
has a roof of 100- 
year-old slate, taken 
from another house 
Right — First and 
second floor plans 
of same house 
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Her specialty is the sale of kitchen re- 
modeling, and she has sold jobs up to 
$1,500. A large part of her clientele are 
people associated with Ohio State Uni- 
versity. 

Most of the leads the salesmen use 
are obtained as a result of inquiries re- | 
ceived in response to letters sent to a 
list of prospects at regular intervals. The 
list consists of names of two to three 
thousand lot owners who are at least po- 
tential home builders, and of owners of 
homes ten or more years old, who are 
prospects for remodeling. Every letter 
has a business reply card which the re- 
ceiver may return at no cost, and thus 
request that he be sent a copy of Potter’s 
home idea book. Every book delivered in 
reply to these inquiries is carried to the 
inquirer by a salesman. 

In selling kitchen remodeling, Miss 
Potter uses a folio of pictures of modern 
kitchens created by the Potter Lumber & 
Supply Co., as well as pictures of other 
kitchens. As soon as she learns the 
amount of money available for the work 
she exhibits pictures that fall reasonably 
close to the figure, and from these she 
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gets an idea of about what the prospect 
wants. Then she measures the present 
kitchen and locates the doors, windows, 
light fixtures and plumbing fixtures. The 
next move is to produce a finished sketch 
to use on the next call. The sketch, of 
course, remains the property of the com- 
pany until the sale is closed. 

Rarely ever does a day go by without 
some inquiry cards being received. Some- 
times they run as high as eight to ten a 
day. On the morning that the AMERICAN 
|.UMBERMAN representative called at the 
Potter office there were four cards in the 
morning mail; asking about home re- 
modeling, a new kitchen, a new porch, 
and a new home. On the first mailing the 
company made, 31 replies were received 
from 100 letters. 

“All the homes we build,” said Mr. 
Potter, “are sold on a monthly payment 
basis, as are the remodeling jobs. Financ- 
ing is done exclusively through a local 
building and loan association. It is 
quicker, and the charges are considerably 
less than those of FHA. 

“We feature the Worthington Housing 
Guild in all our advertising and promo- 
tion material. We have three architects 
in the Guild, and they get paid for their 








preliminary drawings. That is very at- 
tractive to them and it is a real safeguard 
to us. If you can get a man’s check for 
the preliminary drawings you are just 
about certain to get the job. He then has 
a small investment that he wants to pro- 
tect, and to pay out on. The carpenter 
contractors affiliated with the Guild are 
so thoroughly sold on it that they refuse 
to figure a job that does not come through 
the Guild, because they know that our 
estimate will be so much more accurate 
than their own. We can make up eight 
tull crews of workmen from the concerns 
in the Guild.” 

_ Demonstration homes are important 
teatures of the Potter selling program for 
new houses. Two homes of this kind are 
built each year. The work is done slowly 
SO as to give people a chance to inspect 
the houses as they are being built, and to 
get prospects familiar with what consti- 
tutes good construction. Direct results 
are that from three to five new homes 
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have been sold from each demonstration, 
and the demonstration homes themselves 
sell for the full material cost, plus the 
cost of promotion and advertising. When 
a demonstration home is complete it is 
kept open for three to four weeks for 
public inspection. 

The Potter Lumber & Supply Co. han- 
dles only nationally advertised materials 
—those with which the public is kept fa- 
miliar, and with which the dealer is kept 
up to date by good trade paper advertis- 
ing. When a sale is closed, the entire 
project is turned over to the first yard 
man, who handles everything from that 
point on. Thus, the company operates on 
a factory basis, with a sales department 
and a production department. 

“Selling homes is not difficult if you 
really know what you have to sell,” con- 
tinued Mr. Potter. “In the matter of 
price, there is no way to get beat by a 
low figure based on inferior merchandise 
and inferior service if you know the mer- 
its of what you have, and why it is 


_ cheaper in the long run—and often on 


any basis of comparison. We recently 
were after a job, and were told that our 
quotation was $1,000 too high. We went 
into a detailed breakdown of our speci- 


One of many homes 
recently completed 
by Worthington 
(Ohio) Housing 
Guild; typical of 
many being sold by 
Potter Lumber & 


Supply Co. 


fications and those of the competing or- 
ganization, and in simple terms that the 
prospect could understand, proved to him 
that we were actually $28 low. 

“One of the most useful sales tools we 
have for selling new homes is a chart 
showing the breakdown costs of two 
houses built from the same set of plans 
by the same workmen. One of the houses 
cost $5075.57, while the other cost 
$8,742.29. With the same workmen 
working in the same way, and at the 
same rate on both jobs, the difference of 
nearly $4,000 was all in the material. 
Anyone inexperienced would probably 
have been unable to tell the difference in 
the two houses, but a few years would 
reflect it clearly in the form of high 
maintenance, and replacement costs of 
cheap material. Thorough knowledge of 
what we are selling, and the ability to 
prove long-run low cost of quality ma- 
terials is the answer to a considerable 
part of the volume we are getting.” 
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ony MIAMI CABINETS 
GIVE YOU ALL THESE 
IMPORTANT FEATURES: 





1. Rigid one-piece body of heavy 
Armeo Steel—specially prepared 
for the finest finish. 


2. Sanitary—no open seams to start 
rust or collect dust, 


3. Noiseless Doors—heavy brass and 
chromium, no-tarnish hinges. 


> 


Scientifically designed lights with 
adjustable non-glare shades. 





5. “A” Quality Mirrors (in accord- 
ance with government specifica- 
tions) — electrolytically copper 
backed. 


6. Brilliant chrome mirror frames; 
effective lighting; master crafts- 
manship in every detail. 


7. “Crystal Snow” the finish that 
will not retain a stain. 








OU don’t have to go far to 
find bathrooms where beau- 
tiful fixtures are keeping com- 
pany with cheap, tinny cabinets. 


This doesn’t make sense. Peo- 
ple do not want—for the sake 
of saving a few dollars—this 
element of cheapness that de- 
tracts from the beauty and 
harmony the architect planned. 


For only a few dollars more 
than the cost of a cheap cabi- 
net, you can equip the average 
bathroom with a Miami Cabinet 
that matches beauty and luxury 
with any bathroom equipment, 
however de luxe. 


Sell MIAMI Bathroom Cabinets 
and Accessories . . . dominate 
your market in every price 
class. Over 140 models. Nation- 
ally advertised . . . fast selling. 
Write Dept. AL for catalog. 


MIAMI CABINET DIVISION 


THE PHILIP CAREY COMPANY 
Middletown, Ohio 
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They're Livable---and Lived In! 


Selected Families, from Many States, Occupy New York 1940 
World’s Fair Model Low-Cost Homes, for One Week Each 


Two model homes, erected at the World’s 
Fair of 1940, in New York, under supervision 
of the Federal Housing Administration, are 
giving America a strikingly realistic demon- 
stration of modern low-cost housing. These 
homes are lived in. If they were used only as 
exhibits for public inspection, as most model 
houses are, they would still be of great interest 
to builders and prospective owners. But from 
the very opening day of the Fair, May 11, they 
have been occupied by typical American families 
from every section of the country. They will 
receive the full measure of use and wear to 


family life 
They provide, therefore, the most au- 
thentic and convincing form of housing demon- 
stration that can be devised. 

Harvey D. Gibson, chairman of the World’s 


which normal daily subject any 


home. 


Fair Board of Directors, stresses the close 
alignment of the model homes feature with the 
1940 Fair’s theme, “Peace and Freedom.” Says 
Mr. Gibson: “We welcome the opportunity to 
present to typical American families these mod- 
ern, typically American, yet modestly-priced 
homes. They fulfill a vital need and serve a 
real and patriotic purpose.” 

30th houses, which are of frame construction 
and Colonial design, were built by Paul J. 
Roche. They are centrally located within the 
exposition grounds on a large plot on Rainbow 
Drive, adjacent to the “Town of Tomorrow.” 
The prices at which they are Lsing duplicated 
are $2,500 and $3,100, respectively. All manu- 
facturers who supplied materials and cquipment 
used in their construction have given assuzances 
that the materials will be duplicated at similar 
prices in every section of ‘the country, depend- 
ing on local conditions, thus making it possible 
for these types of homes to be built everywhere. 
The prices, of course, do not include furniture, 
drapes and other such items of furnishings. 

The $2,500 home, identified as No. 25 Rain- 
bow Drive at the Fair, has four rooms and 
bath. It consists of living room, 11’x14’6”; 
two bedrooms, 11’x13’ and 10’x11’; kitchenette, 
8’x10’. The exterior walls are of Johns-Man- 
ville asbestos shingles, the roof of multi-colored 
Certain-teed asphalt shingles and the interior 
walls are finished with United States Gypsum 
Co. wall board. The floors are of fir, ceilings 





are 8 feet high and there is ample window 
space for light and ventilation. 

The larger house, designed to be duplicated 
at $3,100 and identified as No. 31 Rainbow 
Drive has five rooms and bath, including living 
room, 12’x14’; kitchen, 7’x10’; two bedrooms, 
10’x12’ and 11’x12%4’ bathroom, 5’x6’. 

Exterior walls are of white clapboard fur- 
nished by the Weyerhaeuser Company. In this 
house there is a stairway to the attic so that 
an additional room may be built, if desired. 

The dwellings from which the Fair homes 
were duplicated have basements with abundant 


This $3,100 home (minus 
lot) is on display at the 
New York 1940 Fair. It 
is occupied, one week to 
a family, by selected fam- 
over the 
country, as a demonstra- 
tion of actual living in a 


ilies from all 


"low-cost" home of ap- 
proved design. 


provision for utilities services, heating units, 
playroom, laundry, arranged in accordance with 
the owners’ preferences. At the World’s Fair 
grounds where basements were omitted from 
these two model homes for practical reasons, 
heating units and other utilities equipment are 
contained in a service building erected for that 
purpose between the two houses. 

Throughout the 1940 Fair, 48 families will 
make their homes in these model houses, each 
for one week, as guests of the Fair. During 
its stay each family is expected to lead its 
normal life and no restrictions or obligations 
are placed upon them. 

The typical American families are chosen by 


Cost of this house (minus 
lot) is $2,500. Like the 
other one shown on this 
page, it is a unit of the 
New York 1940 Fair dis- 
play, and is intended to 
show the possibilities of 
low-cost housing. Like the 
other, also, it is being 
actually "lived in" at the 
Fair by selected families, 
changed weekly. 


nT AT 


means of contests sponsored by the leading 
newspapers in all ot the country’s principal 
trading areas, nearly all States being repre- 
sented. The first two families to occupy the 
homes, during the first week of the Fair, were 
chosen from Seattle, Wash., and Miami, Fla.; 
the second week from Texas and Maine. The 
others will be representatives of correspondingly 
separated localities. 

Cooperating with the Fair management and 
with the newspapers conducting the “typical 
American family” contests throughout the coun- 
try, the Ford Motor Co. is handling the trans- 
portation of the families to and from the 
World’s Fair of 1940, in New York. 





Modernization Adds to 
Attractiveness, Efficiency 


Careful planning and close attention to de- 
tails have resulted in a highly successful mod- 
ernization program that has increased employee 
efficiency and added to the attractiveness of the 
offices of R. D. Cole Manufacturing Co., New- 
man, Ga. The office building adjoins the fabri- 
cating plant, and in addition, is located by a 
main line railroad which contributes its share 
of noise and dirt. Therefore, the problem was 
not only one of redecoration, but also one of 
noise elimination. 

Extensive use was made of glass brick and 
double glazed windows were provided. Sound 
proofing, air conditioning, segregation of work- 
ing forces and the provision of an attractive 
sales space were all taken into consideration in 
making the revision. Venetian blinds are 
mounted on all exposed windows. The ceilings 
are covered with an acoustical board and the 
second floor ceilings are insulated. The first 
floor is surfaced with a composition flooring 
and the second floor is maple. 

It is stated that this modernization has re- 
sulted in more comfortable working conditions, 
elimination of noise and fumes, modern lighting 
which is of benefit to those doing close work, 
and there is also a better segregation of the 
various departments. Aside from the definite 
advantages just mentioned, the personnel has a 
general feeling of pride in these attractive quar- 
ters, and such pride and satisfaction ®& known 
to be an asset. 
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New Firm to Maintain Reputa- 
tion of Predecessor 


Purchase of the plant and personal property 
of the Menominee Bay Shore Lumber Co. at 
Soperton, Wis., and organization of a new com- 
pany, to be named the Soperton Lumber Co., 
has been’ announced. This company plans to 
liquidate the inventories of lumber, lath, 
shingles, etc., and resume logging and sawing 
operations here after some remodeling of the 
mill layout, to enable them to handle economi- 
cally a smaller output. 

They announce they are not successors to 
the Menominee Bay Shore Lumber Co., whose 
corporate existence is not ended by this trans- 
action, and they hope to inherit Menominee Bay 
Shore Lumber Company’s excellent reputation 
for good lumber, quick and careful service, and 
fair dealing. It is stated that the policies and 
the rules that have been in effect for the sixty 
years of successful operations that company 
had in the lumber business will be continued. 

The incorporators are Jno. V. Quinlan, R. C. 
Glasl, and Jos. Burkart, all of Sopertown, Wis., 
veteran employees of the Menominee Bay Shore 
Lumber Co., Mr. Quinlan for thirty-three years, 
serving as vice-president and manager from 
1929 to 1939; Mr. Glasl for twenty-four years, 
as superintendent in charge of plant operation 
and shipments since 1931; and Mr. Burkart for 


thirty-one years, as master mechanic since 1924. 


New stock lists have been mailed for the con- 
sideration of consumers. 





Attractive Magazine Is Issued by 
Hardwood Lumber Company 


June issue of “The Wedge,” an attractive 16 
page magazine issued by the Georgia Hardwood 
Lumber Co., Augusta, Ga., has just been pub- 
lished. The magazine is well illustrated, and it 
contains many homilies that are effective and 
to the point. There are several articles, “Speak- 
ing of Selling,” “Are You Well Bred?” and 
similar subjects which contain pertinent selling 
advice. Another article illustrates a corner of 
The Parlour, of the Raleigh Tavern, at Wil- 
liamsburg, Va. This shows the many beautiful 
wood adaptations and treatments that have been 
used. On the front cover appears this state- 
ment, “A friendly little magazine seeking to 
establish a point of contact between you and 
us. We hope the personality of this chat proves 
interesting; it is representative of us ... we 
assure you.” 





Yard Employees Meet to Study 
“Tested Selling Methods" 


St. PAUL, MINN., June 11.—H. Everett and 
Al Mormon, representatives of the Wood Con- 
version Co., St. Paul, were group leaders re- 
cently at the first of a series of eight meetings 
on “Tested Selling Methods.” L. J. McKee is 
field representative of the Merchandising Insti- 
tute, in charge of the sales-building program in 
this territory. The sessions are being held at 
the St. Anthony Commercial Club here. Twen- 
ty-two new enrollees were present at the initial 
meeting, including building material trade men 
irom Minneapolis, St. Paul, New Prague and 
Forest Lake. 

There were three half-hour periods, the first 
heing devoted to a general review of Lesson 
Jne, the second with application to definite situ- 
ations, and the third to actual sales demonstra- 
tion, by G. C. Nunn, G. M. Stewart Lumber 
0., Minneapolis and G. Ross, Foote Lumber 

0. Minneapolis. Others enrolled for the 
Sroup plan include: 

i<enneth Wilson, Virgil Bredemeier and 
Adolph Wieken, Thompson Lumber Co., Min- 
neapolis; E. T. Johnson and A. L. Sawyer, 
Sawyer-Cleator Lumber Co., Minneapolis; A. 
L. Sahly and Mr. Nunn, G. M, Stewart Lum- 
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ber Co., Minneapolis; S. E. Erickson, West- 
lund-Westerberg, Minneapolis; A. J. Brandt 
and C. P. Berge, Northwestern Lumber & 
Wrecking Co., Minneapolis; Donald Allen, Ed 
3rimm, R. B. Thompson Lumber Co., Minne- 
apolis; Carl Winkler, South Side Lumber Co., 
Minneapolis; C. Sather and Mr. Ross, Foote 
Lumber Co., Minneapolis; Dave Moberg, Wes- 
ley D. Brown, R. W. Buechner, Twin City 
Lumber & Shingle Co., St. Paul; John and 
Theo. Proshek, John Proshek Lumber Co., 
New Prague; Ralph H. Holt, B. F. Nelson 
Manufacturing Co., Minneapolis, and F. B. 
Weisser, J. B. Weisser Lumber Co., Forest 
Lake. 


Group meetings, beside one each month in St. 
Paul, are scheduled for Willmar, Mankato, 
Stillwater and Montgomery. 





St. Francisville Lumber Com- 
pany Installs Internal Fan Kiln 


Sr, FRANCISVILLE, La., June 11.—The Natal- 
bany Lumber Co., Ltd., has recently installed 
another internal fan kiln at their new plant 
here. This kiln, built by Standard Dry Kiln 
Co., of Indianapolis, Ind., is of their latest 
design in which each reversible fan is driven by 
a direct connected special glass insulated motor. 
These motors have winding insulation of spun 
glass instead of asbestos, and the use of these 
motors permits placing the fans so that they 
blow directly across the kiln. 

The kiln is used to dry either hardwoods or 
pine green from the saw. It has separate heat- 
ing coils for exhaust steam at each end and a 
booster coil in the center between the loads. 
Each end of the kiln is separately controlled by 
a Foxboro Multizone Controller which controls 
and records the temperature at each end of the 
kiln independently, so that the kiln can be run 
either compartment or progressive operation. 
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Manufacturer Issues Invitations 
to Get Together 


An invitation and program has been mailed 
to approximately 250, some retailers, for a get 
together sponsored by the Menominee Indian 
Mills, Neopit, Wis., on June 21. This invita- 
tion includes all clubs and their members located 
north of approximately Highway 23 from She- 
boygan west through Fond du Lac to Princeton, 
and then north along Highway 13 as the west 
boundary. Included in the program, which will 
begin at one o’clock, is a visit to the Menominee 
Indian Mills sawmill, a trip through the timber 
tract, where a large, white pine will be sawed 
down, and dinner will be served at Camp 
No. 28. 

After returning to Neopit, there will be a 
program of entertainment followed by a joint 
meeting of all clubs discussing the theme, “What 
Co-operation Really Means.” The opening re- 
marks will be made by Geo. Robson, sales man- 
ager, Menominee Indian Mills, and C. S. 
Walker, president, Wisconsin ‘Retail Lumber- 
men’s Association will preside, assisted by Don 
Montgomery, secretary, and presidents of re- 
gional clubs. Because of the limited facilities 
that are available, it is announced that it will 
be impossible to entertain ladies. 

The committee consists of Geo. Robson, 
chairman, and E. P. Faust, H. E. Muehl, and 
W. F. Piehl. 





Loadings of Revenue Freight 


The car service division of the Association 
of American Railroads reports that revenue 
freight for the two weeks ended June 1 totaled 
1,326,616 cars, showing a decrease of 33,012 
cars below the number for the two weeks ended 
May 18. Forest products loadings of 66,928 
cars show a decrease of 1,200 cars below the 
number for the two weeks ended May 18. 
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Mixed Car 
Shipments of 
Frames and 
High Quality 
Box Shook 
Let us Quote. 


Write Us 
Today. 


radléeyMiller 


&FFUMes 


Products of 
Business-Winners for Dealers 


It pays. Mr. Dealer, to concentrate your selling efforts 
on frames of PROVED superiority. Bradley-Miller Frames 
of Genuine White Pine have every desirable feature of 
modern design and manufacture. They are so thor- 
oughly good, their milling so precisely accurate, one 
needs only hammer and nails to assemble and install. 
We also furnish Ponderosa Pine Frames in same manu- 
facture and grade as the Genuine White Pine. 


BRADLEY - MILLER & COMPANY 







Bradley - Miller 


BAY CITY, MICHIGAR 





NORTHERN HARDWOODS 

At our Northern mills we expect to cut this year 
15 million feet. Band mills at Cayuta, N. Y. and 
Croghan, N. Y. Circular mills at Greene, N. Y., 
Cortland, N. Y. and Athens, Pa. Appalachian 
hardwood mills estimated ent this year 6 million 
feet, located at Tunnelton, W. Va., Keyser, W. Va. 
and Monterey, Va. > 


TON HANLON 


ODESSA , NY. 








WESTERN & SUUTHEKN HARDWOODS & 
SOFTW 


We wholesale all types and kind of Southern hard and softwoods 
not manufactured at our own mills. We have connections with 
some of the finest Fir and Pine mills on the West C 

some of the better Pine and Hardwood mills of the South. May 
we have your inquiries? Our new Yellow Pine mill at Mayo, 
Va. now in full operation cutting better than a million feet per 
month of fine Yellow Pine lumber. 











The Western 


Lumber Wholesaler 


Offers You 
Valuable Service 


“That’s the idea! 










a Western 


Candy and cigarette salesmen, carry- 
ing their stocks in their automobiles, 
can make immediate deliveries. Not 
so with lumber. Yet, lumber deliver- 
ies have speeded up in recent years. 
No longer need the dealer carry large 
stocks or buy only in straight cars. 
Mixed cars and pool cars are the order 
of the day. 


The WESTERN WHOLESALER, lo- 
cated right in the producing field, can 
deliver Mixed Cars PROMPTLY. 
With hundreds of mills to draw from, 
he knows where to place your order 
to insure best satisfaction and service. 


Below are listed West Coast Whole- 
salers, on the ground in the territory 
producing Douglas Fir, Ponderosa 
Pine, Western Red Cedar, Idaho 
White Pine, West Coast Hemlock, 
California Sugar Pine. These firms 
can solve your buying problems. Why 
not use their services? 


I'll order through 


Wholesaler’”’ 





CARL SODERBERG 
LUMBER COMPANY *" 


Spokane, 
Manufacturers and Wholesalers 


(Sawmill: Pine 
Products Corp., 
neville, Ore.) 


Washington 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE, had 7 ~ 


WASHINGTON 





110 Market St., SAN FRANCISCO, CALIF. 





DUNCAN LUMBER COMPANY, Ine. 


PACIFIC COAST FOREST PRODUCTS 


4432 Henry Bidg., SEATTLE, WASHINGTON 





Mauk Seattle Lumber Company 


SKINNER BLDG., SEATTLE, WASHINGTON 








Morrill & Sturgeon 
Lumber Co. 


he Mark of Quality 


Yeon Bidg., Portiand,Ore. 


MORSTURG 
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Wage-Hour Law to Be 


Enforced; 


National 


Forests Extended 


WAGE-HOUR DIVISION LAUNCHES 
DRIVE FOR EDUCATION AND EN- 
FORCEMENT IN LUMBER 


WasuHincton, D. C., June 12.—In explana- 
tion of the nationwide drive which began June 
10 to secure compliance with the new Wage- 
Hour regulations affecting the lumber industry, 
a spokesman for the Wage and Hour Division 
has given the AMERICAN LuMBERMAN the fol- 
lowing statement: 


“In many parts of the country, particularly in 
the South, there are numerous portable saw- 
mill outfits that operate on a shoestring. They 
pay the lowest possible wages, in some cases 
as low as 10 to 15 cents an hour. We have 
sent out a staff of 100 inspectors to find out 
if a large part of the products of these mills 
does not find its way into the market in com- 
petition with mills that are complying with 
Wage-Hour laws. In other words, one of the 
chief objects being sought at this time is to see 
that everybody in the industry gets a fair break 
and that those who are complying with the 
law are protected against the cut-throat com- 
petition of the law evaders. 


“Our plan is to keep up the present activity 
for about a month. Then all of our inspectors 
will go to work on their reports. From these 
we believe we shall be able to formulate plans 
that will bring about the orderly compliance of 
the entire lumber industry. This drive is not 
primarily a punitive campaign. The first aim 
is the elimination, as an excuse on the part 
of a violator, of the factor of claimed ignorance. 
Every sawmill or lumber yard visited by our 
inspectors will be examined to determine 
whether it is now complying. Material explain- 
ing the law in the simplest language will be 
made available. Those desiring to come into 
compliance will be assisted in making the neces- 
sary computations. Those who refuse to do 
so will be proceeded against.” 

The campaign of education and enforcement in 
the lumber industry—long regarded as a neces- 
sary first step in the enforcement program—has 
been delayed until this time, it was explained 
by the Division, because of a desire to be able 
to tighten the enforcement program in the 
lumber industry simultaneously throughout the 
country. 

“Now, with 300 additional inspection per- 
sonnel trained and on the job, with our legal 


staff in the regions thoroughly grounded in the 
interpretation of the law and prepared to expe- 
dite any civil or criminal proceedings that may 
be necessary, we feel that this step in our 
enforcement program can be begun fairly and 
effectively,” asserted Col. Fleming. 


FIELD PROCUREMENT OFFICES FOR 
SUPPLYING ARMY REQUIREMENTS 
LISTED 


The field procurement offices of the Army 
Supply Arms and Services to which the mili- 
tary requirements of the War Department 
are apportioned are, arranged by states: 


Mass.: Ordnance Dept., 2004 Post Office 


Bldg., Boston; 3640 Main St., Springfield; 
Chemical Warfare Service, 2000 Post Office 


Bldg., Boston; Quartermaster Corps, 9 
Army Base, Boston. 
New York: Ordnance Dept., 1214, 90 


Church St., New York City, 1118 Mercan- 
tile Bldg., Rochester; Air Corps, 90 Church 
St., New York City, 328 Post Office Bldg., 
Buffalo; Signal Corps, ist Ave. & 58th St. 
Brooklyn; Chemical Warfare Service, 404, 
45 Broadway, New York City; Corps of En- 
gineers, 710 Army Bldg., 39 Whitehail St., 
New York City; Medical Dept., ist Ave. & 
58th St., Brooklyn; Quartermaster Corps, 
ist Ave. & 58th St., Brooklyn. 


Pa: Ordnance Dept., 1417 Mitten Bldg., 
Philadelphia, 1032 New Federal Bldg. 
Pittsburgh; Chemical Warfare Service, 1044 
New Federal Bldg., Pittsburgh; Corps of 
Engineers, 900 U. S. Custom House, 2d & 
Chestnut Sts., Philadelphia, 1012 New Fed- 
eral Bldg., Pittsburgh; Quartermaster Corps, 
2ist & Johnston St., Philadelphia. 


Ill.: Ordnance Dept., 309 W. Jackson 
Blvd., Chicago; Signal Corps, 1819 W. Per- 
shing Rd., Chicago; Chemical Warfare Serv- 
ice, 1113 Post Office Bldg., Chicago; Corps 
of Engineers, 1203 Post Office Bldg., Chi- 
cago; Medical Dept., 1819 W. Pershing Rd. 
Chicago; Quartermaster Corps, 1819 W. 
Pershing Rd., Chicago. 


Ohio: Ordnance Dept., 1524 Keith Bldg., 
Cleveland, 521 Post Office Bldg., Cincinnati; 
Air Corps, Wright Field, Dayton. 


Mich.: Ordnance Dept., 611 Federal 





For Sale: 
Timber And Timber Lands, 


lumber and dimension, logs and 
What you have to sell will fit one 


many classifications in the Want Ad sec- 
tion of the American Lumberman. To 
broadside the market most effectively and 
economically, send a description of the 
lumber you have to sell to the American 
Lumberman, 431 S. Dearborn St., Chicago. 


$$$ 
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Bldg., Detroit; Quartermaster Corps, 611 
Federal Bldg., Detroit. 


Conn.: Air Corps, c/o United Aircraft 
Corp., East Hartford. 


Del.: Ordnance Dept., 
Bldg., Wilmington, 


Md.: Air Corps, c/o Glenn L. Martin Co., 
3altimore, c/o Fairfield Aviation Corp., 
Hagerstown. 


Ala.: Ordnance Dept., 302 Comer Bldg., 
3irmingham; Corps of Engineers, 212 Wil- 
son Bldg., Mobile. 


Ga.: Quartermaster Corps, 1306 Twenty- 
Two Marietta Bldg., Atlanta. 


1466 Nemours 


Ind.: Quartermaster Corps, 10th St. & 
Meigs Ave., Jeffersonville. 


Kans.: Air Corps, c/o Steerman Aircraft 
Co, Wichita. 


Mo.: Ordnance Dept., 405 U. S. Custom 
& Court House, St. Louis; Medical Dept., 
2d & Arsenal Sts., St. Louis; Quartermaster 
Corps, 2d & Arsenal Sts., St. Louis. 


Tex.: Quartermaster Corps, 


Normoyle 
Q.M. Depot, San Antonio. 


Cal.: Ordnance Dept., 409 Chamber of 
Commerce Bldg., Los Angeles, 118 Federal 
Office Bldg., San Francisco; Air Corps, Pa- 
cific Bldg., Santa Monica, c/o Consolidated 
Aircraft Co., San Diego; Signal Corps, The 
Presidio, San Francisco; Chemical Warfare 
Service, 117 Federal Office Bldg., San Fran- 
cisco; Corps of Engineers, 409 Custom 
House, San Francisco; Medical Dept., The 
Presidio, San Francisco; Quartermaster 
Corps, Fort Mason, San Francisco. 


Wash.: Air Corps, c/o Boeing Aircraft 
Co., Seattle. 


Persons and firms having facilities for the 
furnishing of Army requirements may regis- 
ter their names with the field offices above 
mentioned with a description of plant facili- 
ties, a list of products normally manufac- 
tured, and a list of articles produced in the 
last war and which could be produced in an 
emergency. Communication should always 
be with the nearest field office of the branch 
of the service in which there might be most 
interest. 


APPROVE PURCHASE OF 132,217 ACRES 
FOR NATIONAL FORESTS 


WasHIncToN, D. C., June 10.—The National 
Forest Reservation Commission at a meeting 
June 4 approved purchase of 132,217 acres of 
land for national forests in 25 States. The 
land will become part of 51 of the 196 national 
forests and purchase units. The total purchase 
price was $601,740. Since the first of the year, 
the Commission has sanctioned the buying of 
391,485 acres at a cost of $1,545,666. 

The largest acreage approved in a single 
State was in Michigan—a total of 22,995 acres 
costing $136,878. A total of 12,850 acres, priced 
at $70,183, was approved for purchase in the 
Ohio Valley, in the southern sections of Ohio, 
Illinois and Indiana. The Commission approved 
the purchase of 1,369 acres in the George Wash- 
ington purchase unit in Virginia. 

Some of Michigan’s remaining virgin timber 
will be acquired through the approval of 7,502 
acres for purchase in Ontonagon and Gogebic 
Counties, for inclusion in the Ottawa national 
lorest in the Upper Peninsula; three tracts 
Support a stand of 27,390,000 board feet of 
yellow birch, white and red pine, basswood, elm, 
ash, oak and spruce. Ten parcels of the 58 
approved for the Cumberland national forest in 
Kentucky contain a stand of 4,658,000 board 
feet of sawtimber, pine, black walnut, yellow 
Poplar and oak. One of the five parcels con- 
taining 2,414 acres approved for the Cherokee 
national forest in Tennessee maintains a stand 


of 4,565,000 board feet. Other units in which 
purchases were approved, and where timber to 
aid in sustained yield operations was a particu- 
lar consideration, were the Black Warrior of 
Alabama, where part of 951 acres contains 
1,756,000 board feet, mainly pine, poplar, oak, 
red gum and ash; the Ocala in Florida, where 
17 of 21 parcels aggregating 2,050 acres con- 
tain longleaf and slash pine sawtimber; the 
Osceola in Florida, where 120 acres approved 
contain 104,000 feet of sawtimber together with 
a number of turpentine producing trees; the 
Conecuh in Alabama where part of 4,409 acres 
approved for purchase maintains 2,000,000 
board feet of sawtimber plus other forest prod- 
ucts; the Ouachita in Arkansas and Oklahoma; 
the Shawnee in Illinois, where ten out of fif- 
teen tracts, including 1,479 acres, contain some 
713,000 board feet of sawtimber, mainly oak, 
hickory, hard maple and yellow poplar, and the 
Nicolet in Wisconsin, where four of twelve 


45 


parcels, including 8,090 acres, contain 7,585,000 
board feet. About half the lands for the Nicolet 
were offered by the Wisconsin Public Land 
Commission. 

The Commission voted to extend the bound- 
aries of the Kisatchie purchase unit, in the 
parishes of Rapides, Natchitoches and Sabine 
in Louisiana, to include 397,000 acres of logged- 
off lands. First purchases in the new extension 
were made when the commission approved pur- 
chase of two parcels including 19,343 acres; 
also purchased were 689 acres in the original 
purchase unit. 

The Commission also approved purchase of 
1,300 acres in the Pisgah unit in North Caro- 
lina needed for the consolidation and control 
of the Daniel Boone wild-life area, and 4,562 
acres in the Talladega unit which blocks into 
public ownership about 96 percent of the lands 
needed to fully consolidate the Oakmulgee wild- 
life area near Brent, Ala. 





They Who 


Out of a symphony of a hundred 
pieces, a ‘“Tschaikowsky” ear can 
detect a “sour” note. 


A Kirby mill manager's ear too, 
is attuned to his job. A myriad of 
sounds marks the saw mill's run. 
The “Piano” trimmer’s High C, the 
bellowing bass of the Bull Edger, 
the on-beat grunt of the “Hog,” the 
drum-like roll of the conveyors, the 
syncopation of the ‘“Shot-gun"—all 
these improvise harmony when all 
goes well. When one goes ‘sour,’ 
<A 





Have Ears 





And Have Learned to Hear 


the ear educated by long years of 
experience detects trouble. 


Experience of mature men goes 
into the manufacture of Kirby lum- 
ber, valuable experience. It helps 
produce that kind of lumber which 
leads to trouble-free sales. 


For perfect harmony between you 
and your trade, sell Kirby lumber. 


KIRBY LUMBER CORPORATION 
"A Wood for Every Purpose ” 


HOUSTON, TEXAS 
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Red Devil 


AUTOMATIC DIAMOND 
POINT DRIVER 


Speed up your glazing of sash and frames and 
mirrors. Use only one hand. Automatically drives 
DIAMOND POINTS at machine-gun speed into 
hardest wood. 100° efficient from any angle. 
Points can't drop out. Holds a clip of 100 Dia- 
mond Points. 


Diamond Points are made in 3/8" and in 1/2 


lengths. 100 to the stick. Will not corrode. Will 
not bend. 


LANDON P. SMITH, wwe 
IRVINGTON, N. J. 


PLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES « WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES . ELECTRIC FENCERS 

















CRE-O-TOX 


(Contains no creosote) 
The Low Cost 


Toxic ---Water Repellent Preservative 


Protection against Rot Fungi, Termites, 
Excess Moisture, etc. 


| CLEAN © STAINLESS e PAINTABLE 


Thoroughly tested and proved effective. 
Used by many of the Industry's Leaders. 











Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 
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INSURANCE 


With a Mutual Interest 


ASSOCIATED LUMBER MUTUALS 


Central Manufacturers Mut. Ins. Co., Van 

Lumber Mutual Fire Ins. Ce. Boston, ma’ on? 

Lumbermens Mutual Fire ins. Co., Mansfield, Ohio 

Pennsylvania Lumbermens Mut. Fire Ins. Co., Phila- 
delphia, Pa. 

Indiana Lumbermens Mutual Ins. Co., Indianapolis, Ind. 


Northwestern Mutual Fire Assn., Seattle, Wash. 











JAMES W. SEWALL NW 


Consulting Forester 
JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
& Established 1910 Port Arthur, Ontario 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 





431 Se. Dearborn St., CHICAGO 
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Among the Lumbermen’s Clubs’ 


Baltimore and Washington Sales 
Club Elects Officers 


Ba.timore, Mp., June 7.—The Baltimore and 
Washington Lumber Sales Club, at its annual 
meeting last Monday evening, elected ofhicers, 
transacted other business, and adjourned over 
the summer until the first Monday in Septemper. 
Because ot the various matters claiming atten- 
tion, some ot the problems which had been under 
consideration intormally were deferred until the 
tall. ‘Lhe election resuited in the choice ot the 
tollowing : 


President—Robert B. Gould, of the Blanch- 
ard Lumber Company, at Baltimore. 

Vice-President—Martin Wiegand, of the Wie- 
gand Lumber Company, ot Washington, VD. C. 

Secretary—Arthur V. Charshee, or Baitimore. 

board ot Directors—George V. Frederickson, 
of the Weyerhaeuser Sales Company, Baltimore, 
retiring president who automatically becomes a 
member ; John ‘Laylor, who does business under 
his Own name; Arthur V. Charshee, represent- 
ing Baltimore; Kk. P. Riley, ot Johnson & 
Wimsatt, and Mr. Whuegand, representing 
Washington. 

Mr. Charshee, who had held the office of 
secretary ever since the organization of the 
club, tried hard to be relieved ot the job, but 
was again pressed into service. 





Beautiful But Tough Course Is Scene 
of Ontario Golf Tourney 


Toronto, ONntT., June 10.—The first golf 
tournament for lumpermen in Ontario, of the 
1940 season, was carried out at Ancaster, Ont., 
on Friday, June 7, under the auspices ot the 
lumbermen of Hamiiton and Toronto. The An- 
caster course is one of the most beautiful, but 
most difficult, courses in North America, in 
spite of which a large number of good scores 
were turned in. Aiter conclusion of the tourna- 
ment, a banquet was held in the club house. 
L. M. Stark, Toronto, chairman of the Whole- 
sale Lumber Dealers’ Association, presided, 
with C. C. Lawson, Hamilton, on his right, and 
L. D. Barclay, chairman of the wholesale com- 
mittee on entertainment, on his left. 

Before the presentation of prizes, Mr. Stark 
made a short address, welcoming the lumber- 
men to the tournament and expressing thanks 
to the lumbermen of Hamilton for the invitation 
to play on the Ancaster course. He then invited 
L. D. Barclay to act as master of ceremonies 
for the presentation of prizes. 

The winners of the various events were as 
follows: 

Laidlaw Golf Trophy, H. C. Clark, Weston. 
This is the second time Mr. Clark has won 
the trophy. 

Lumber Dealers’ Prize, donated by the lum- 
bermen of Hamilton, G. T. Reid, Toronto. 

Prize donated by the White Pine Bureau, 
S. R. Anderson, Toronto. 

Prize donated by the Canada Lumberman, 
A. A. Streatfield, Toronto. 

Kickers’ Handicap Prize, presented by W. 
L. D. A., Eddie Gemmill, Buffalo. 

The above four prizes were drawn for by 
lots, the four winners all having identical 
net scores. Eddie Gemmill’s prize was a 
handsome wood inlaid picture, which he 
handed back to the Chairman. On Mr. Gem- 
mill’s request, the picture was auctioned and 
the proceeds, $16.50, were donated to the Ca- 
nadian Red Cross. 

Four other contestants were in a tie and 
had to draw lots for the succeeding prizes 
awarded for the lowest net scores. They 
were Walter Shreiner, Toronto; C. G. Ander- 
son, Toronto; Norman Long, Hamilton; and 
G. H. Munro, Peterborough. Mr. Shreiner 
won a wood-inlaid picture and the others 
won golf balls. 

Visitors’ Prizes were won by A. Allendorf, 
Toronto, and Vance C. Smith, Toronto. 
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John Reid, Toronto, won a supply of golf 
balls for the lowest gross score. 

A number of other prizes were for the 
highest score for the course, the highest 
score on a hidden hole, as well as the lowest 
score on a hidden hole. E. I. Gill, Toronto, 
and Sam Mackenzie, Georgetown, won prizes 
for low score on the hidden hole. 

A special prize of one golf ball was pre- 
sented to L. D. Barclay, Toronto, for being 
the best dressed lumberman on the course. 

Gordon H. Munro, Peterborough, was pre- 
sented with a golf ball for traveling the 
longest distance from home to take part in 
the tournament. 


Votes of thanks were presented to C. C. Law- 
son and the Hamilton dealers for the invitation — 
to play at Ancaster, and L. D. Barclay, for 7 
valuable work in arranging the tournament and 
acting as master of ceremonies. 


























































Hoo-Hoo Announce Golf Dates 


MILWAUKEE, Wis., June 10.—The Milwaukee 
Hoo-Hoo Club’s 1940 schedule of golf tourna- 
ments has been announced by G. Kunz, 
chairman of the Hoo-Hoo golf committee. The 
initial match was held at the Racine Country 
Club, and will be followed by play at the 
Tuckaway Club, Milwaukee, July 9; Lake 
Lawn Golf Club, Delavan, Aug. 6; North Hills 
Golf Club, Milwaukee, Aug. 27, and winding 
up with play at Merrill Hills Country Club, 
Sept. 11. 

At each tournament prizes will be awarded — 
for first and second low gross; first and second ~ 
low net; two short-hole approaches, and blind 7 
bogey. Guests of Hoo-Hoo are eligible for 
all prizes except the low net scores. 





City Holds First Concat in Ten Years _ 


San Francisco, CALir., June 8.—Initiation © 
of eleven kittens and reinstatements of twenty- ~ 
three old cats were highlights of the Hoo- © 
Hoo Concatenation held at the Mark Hopkins ~ 
Hotel in San Francisco, Friday evening, May © 
24. This was the first concatenation in San ~ 
Francisco for over ten years. The initiating ~ 
Nine were Vicegerent Snark B. E. Bryan; 
Junior Hoo-Hoo, R. S. Grant; Gurdon, Paul 
E, Overend; Senior Hoo-Hoo, Fritz L. Dett- 
mann; Jabberwock, Seth L. Butler; Scrive- — 
noter, Bert Johnson; Custocatian, Larue Wood- © 
son; Bojum, Earl A. Carlson; Arcanoper, W. 7 
B. Jefferson. q 





Memphis Lumbermen Play Golf 


MEMPHIS, TENN., June 10.—C. F. Work, Jty 7 
of C. F. Work & Sons, Inc., won the President's © 
Trophy at the annual golf tournament of the | 
Lumbermen’s Club of this city with a scoré™ 
card of 79. W. C. Hanafee of Jackson, Tenn, ~ 
had the same card but lost in the draw. 4 

The tourney, participated in by nearly 1007 
preceded the final meeting of the club before = 
summer adjournment. The evening banquet was 7 
presided over by President Harry A. Wellford: 





Managing Committee of Lumber | 
Exchange Meets 


BALTrMorE, Mp., June 8—The Managing” 
Committee of the Lumber Exchange, at 187 
monthly meeting held in the Merchants’ Club” 
last Monday, decided to suspend further sessions 
during the Summer and will not meet agaiit™ 
until September, the business that may come Up @ 
in the meantime being attended to by the presi 
dent, F. Bowie Smith, with the aid of the] 
secretary, Ivan Brent. 
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American Lumberman Aouse Plan No. 255 











BILL OF MATERIAL 


CONCRETE AND BRICK WORK: 


12 yards concrete 
1275 8-in. conerete blocks 
800 face brick 
1700 common brick 
65 fire brick 
38 lin. ft. 8x12 flue lining 
30 hearth tile 
Mortar for above 
cleanout doors 
9-in. thimble 
ash dump 
damper 
lintel 


LUMBER: 


5 pes. 2x8—I6 No. | plates 

6 pes. 2x8—12 No. | plates 

1 pe. 2x8—10 No. If plate 

| pe. 2x10—16 No. 1 joist 

46 pes. 2x10—14 No. 1 joists 

14 pes. 2xt0—12 No. | joists 

96 nes. cut bridging 

1935 ft. ix6 No. 2 D&M 

730 lin. ft. 2x4 No. | plates 

250 pes. 2x4—8 No. | studs 

7 pes. 2x6—8 No. | studs 

44 pes. 2x6—14 No. | ceiling joists 
10 pes. 2x6—10 No. | ceiling joists 
1800 ft. Ix8 No. 2 shiplap 

4 rolls wpf. paper 

1625 ft. x6 bevel siding 

3 pes. 1x8—12 No. 2 ridge 

3¢ pes. 2x4—10 No. | gable studs 
28 pes. 2x6—I6 No. | rafters 

26 pes. 2x6—9 No. | rafters 

900 ft. 1x4 No. 2 roof boards 

13 sqs. 16-in. 5X wood shingles 
4 pes. 1x6—16 clear finish 

5 pes. 1x6—12 clear finish 

4 pes. 1x6—10 clear finish 

175 lin. ft. 3-in. crown 

{ pe. radius crown 


{ pe. radius facia 

4 pes. radius rafters 

900 ft. 3gxt2 flooring 
120 ft. %4-in. plywood 

2 rolls wpf. paper 

60 ft. 5ex4 M&B ceiling 
40 lin. ft. quarter round 
1 finial 

3 pes. Ix!2—12 No. 2 shelving 
5600 wood lath 

400 yards plaster 


MILLWORK, WINDOWS, DOORS: 


door 2-8x6-8—1%4 5X No. 2 
bsmt. sash 10x12—1%, 3 Its. glazed 
door 3-0x2-0—1 3%, 

plank door jambs 

bsmt. sash frames 

coal chute 

basement stair 

outside door frame 3-6x6-8—154 
outside door frame 2-8x6-8—13, 
twin window frames 24x24, 2 Its. 
single window frames 26x24, 2 Its. 
single window frames 26x20, 2 Its. 
single window frames 26x{6, 2 Its. 
single window frame 24x24, 2 Its. 
lower frames 

wds, 24x24—134, top 6 Its. glazed 
wds. 26x24—13¢, top 6 Its. glazed 
wds. 26x20—13¢, top 6 Its. glazed 
wds. 26x16—13, top 6 Its. glazed 
outside dr. 3-0x6-8—134 4 pan. 4 It. 
outside dr. 2-8x6-8—134 3 pan. | It. 
drs. 2-6x6-8—13¢, 2 pan. 

drs. 2-4x6-8—13¢, 2 pan. 

dr. 2-0x6-8—I5, 2 pan. 

dr. 1-6x6-8—1%, 2 pan. 

inside jamb stops 

18 sides door trim 

14 sides window trim 

240 lin. ft. 5Yo-in. base 

250 lin. ft. shoe 

200 lin. ft. picture mold. 

30 lin. ft. chair rail 
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30 lin. ft. hook strip 
2 thresholds 
medicine case 
linen case 
set kitchen cases 
grade stair 
scuttle door 
plumbing access door 
mantel shelf 
10-ft. pole 


HARDWARE: 


400 Ibs, nails 

300 Ibs. sash weights 
3 hanks sash cord 

3 bsmt. sash sets 

1 cylinder lock 


Complete Blueprints, Specifications and List of Materials, 


Mi 


; 
t 
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ne BED RM 


Bep RM} 
12:6 x 9-10" 


{ mortise {-ck 3T 

9 mortise locks IT 

3 pairs 4x4 butts 

9 pairs 3'+x3' butts 
14 sash locks 

12 pairs cabinet hinges 
12 latches 

6 pulls 

2 pairs strap hinges 

2 hasps 


SUBCONTRACTS: 


Painting 
Plumbing 
Heating 
Electrical 
Sheet Metal 
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BILL OF MATERIAL 


CONCRETE AND BRICK WORK: 


12 yards concrete 

28 lin. ft. 8x12 flue lining 
| thimble 

150 face brick 

690 common brick 

720 8-in. concrete blocks 
136 6-in. concrete blocks 


herman House Plan Ne. 1078 © 








LUMBER: 


| pe. 6x6—14 No. | post 

3 pes. 2x8—10 No. | girder 
3 pes. 2x8—14 No. f girder 
8 pcs. 2x8—12 No. | plates 
80 pes. 2x8—12 No. | joists 
720 ft. ix6 No. 2D&M 

144 pes. cut bridging 

600 lin. ft. 2x4 No. | plates 
250 pes. 2x4—8 No. | studs 





2 pes. 1x6—12 No. f ridge 

9 pes. 2x4—12 No. | ties 

38 pes. 2x4—16 No. | rafters 

650 ft. Ix4 No. 2 S4S roof 

1200 ft. 1x8—No. 2 shiplap 

9 squares 16-in. 5X wood shingles 
9 squares 18-in. stained shingles 
4 pes. 2x10—16 No. | stair 

700 ft. %¢x1¥2 clear flooring~ 

4 rolls waterproof paper 

3 pes. 1x!2—16 No. 2 shelving 

110 lin. ft. 1x6 clear finish 

130 tin. ft. 1x2 clear finish 

16 lin. ft. 3-in. crown 

20 ft. 56 M&B ceiling 

| pe. 1x!0—8 clear finish 

| pe. 2x8—8 No. I, louvre 

2 pes. 1x4—12 No. ! clear finish, louvre 
2 pes. 1x6—8 bevel crib, louvre 

| pe. 4-0x4-0 16M bronze screen, louvre 
4200 wood lath 

300 yards plaster 


MILLWORK, WINDOWS & DOORS: 


5 cellar frames 

5 cellar sash 10x12, 3 Its. 

{ outside door frame 3-0x6-8—134 

| outside door frame 2-6x6-8—134 

| twin window frame 24x24, 2 Its. 

7 single window frames 24x24, 2 Its. 

| single window frame 24x14, 2 Its. 

| single window frame 24x20, 2 Its. 

9 windows 24x24, 2 Its. 13, top 6 Its. gla. 
| window 24x20, 2 Its., 13¢, top 6 Its. gla. 
| window 24x14, 2 Its., 13¢,top 6 Its. gla. 
1 outside door 3-0x6-8—134, 6 pan. 

1 outside door 2-6x6-8—134, 3X pan. | It. 
5 doors 2-6x6-8—1%, 2 pan. 

4 doors 2-0x6-8—13, 2 pan. 

9 inside jambs 51%, stops 


Complete Blueprints, Specifications and List of Materials, $3.50 


20 sides door trim 

9 sides window trim 

2 thresholds 

180 lin. ft. 5/2 base and shoe 
110 lin. ft. picture molding 
20 lin. ft. hook strip 

8 lin. ft. pole 

| medicine case 

1 set kitchen cases 

| broom case 

2 hood brackets 

| door 16x36, jambs, trim 
! pipe panel 14x24, trim 


HARDWARE: 


| cleanout door 

{ coal chute 

208 Ibs. sash weights 

3 hanks sash cord 

5 cellar sash sets 

1 cylinder lock set 

1 mortise lock, 3T 

9 mortise locks, IT 
300 Ibs. nails 

3 pairs 4x4 butts 

9 pairs 32x37, butts 
{1 sash locks 

11 sash lifts 

15 pairs cabinet hinges 
18 cabinet pulls 

16 cabinet catches 

| pair 2x2 N.P. hinges 


SUBCONTRACTS: 


Plumbing 
Heating 
Electrical 
Painting 
Sheet metal 
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THE LUMBERMAN POET 


HIS MOTHER PRAYS 
From Issue of Sept. 19, 1914 








The 
FIRE GUARD 











Britain’s hundred thousand sons 
March the French beside; 

Britain’s men and Britain’s guns 
Hold the land and tide. 

In her hundred thousand odd 
On the battle-line 

What is one?—And yet, O God, 
One of them is mine! 


Father, Thou who stretchest arms 
Over lands and seas, 

There amid a war’s alarms 
Hover over these. 

Hear, oh, hear a mother’s prayer 
For these wards of Thine: 

Take them in Thy tender care— 
One of them is mine. 


AND WE MARCH ON 


From Issue of May 29, 1915 


Beauty, 


Quality, 
Dependability 


A COMPLETE LINE TO 
4OO LBS. PER HR. 


The oak has grown above their dust; 
Their drums are still, their rifles rust; 
And we march on who marching must. 


‘So is it given us to keep, 
What storms may come, what tempests sweep, 


Some dealerships open to 
The heritage of those who sleep. 


AMERICAN LUMBERMEN 
Into the dim and distant years 
Their time of triumph and of tears 
Inevitably disappears. 


We know you, War, for what you are: 
The heart you break, the soul you scar, 
And drag our women at your car. 


PEERLESS MANUFACTURING CORP. 
STOKER DIV. -- LOUISVILLE, KY. 
Heating Equipment Since 1884 


A half a century of grass 
Has died, and greened, and died, alas— 
For so do men and verdure pass. 


And yet a time again may be 
When we have need of surgery, 
And war the only remedy. 


Yet is the world as green again, 
As verdant now as verdant then; 
So it is given unto men 


God knows we love our peace full well, 
And hate the instruments of hell 
By which our sundered brothers fell. 


Member Stoker Manufacturers’ Assoc. 











To keep the land forever green 
As they who kept it in the lean 
And torrid fields of war’s demesne; 


But, peace or war, what time decrees, 
We shall preserve our liberties 
As sure, as certainly, as these. 





So is it given us as sure 
To keep the stripes of white as pure, 
The red as bright, the stars secure; 


The oak has grown above their dust, 
But we shall keep the holy trust: 
And we march on who marching must. 


There’s 
GOOD 


PROFIT 
SELLING THIS 50% SAVING 


DONLEY AREA WALL 


There's good, quick 





NEWS AND 
VIEWS OF 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 











The rivers and creeks above| enters an office, and talks Cumberland Flood — The 


Beaumont, Tex., are jammed 
with logs requiring a heavy 
rain to float them out. There 
1S ho shortage in- the supply 
at Beaumont, however, the 
mills having a sufficient quan- 
tity on hand to run for some 
time yet. 


* # # 


A would-be salesman from 
across the border is respon- 
Sible for an innovation in 
the way of representing the 
grades of lumber. Wherever 
he goes his companion is a 
grip, inside of which he car- 
ries a series of photographs, 
each representing a pile of 
lumber from which a half 
dozen or more boards have 
been “run off,” the boards re- 
clining against the pile with 
the face side showing clearly 
in the picture. Mr. Kanuck 





shop by exhibiting the photos. 
In Cortland, N. Y., there is a 
dealer who was tackled by 
the panorama man, and a 
more disgusted lumberman 
never lived. “The _ fellow 
showed me a picture,” said 
the dealer, “of a pile of lum- 
ber, and there were several 
boards showing flatways. He 
pointed to me and said that 
was box, all sound red knots, 
then another small pin knotted 
board was dressing, then a 
board showing a couple of big 
knots was cutting up, and 
two more boards were clear. 
That, he claimed, was a fair 
sample of his log run, and he 
wanted me to give him an or- 
der on that basis. Did I do 
it? Do I look like a fool? 
When I grade lumber by pho- 
tography you can set me 
down as rank crazy.” 





Cumberland River has swol- 
len almost out of proportions; 
the result is that the ship- 
ment of lumber has been 
enormous, barge after barge 
ahd steamer after steamer 
coming down loaded to the 
guards. It is also reported 
that a large number of rafts 
are on the way here from 
Upper Cumberland points. 


These logs will add largely to 


the present supply, and have 
a still further tendency to 
keep the mills running full 
time. 


* * ae 


Never in the history of the 
red gum lumber business did 
so many inquiries regarding 
the quality of the lumber, 
where it may be obtained, 
etc., reach this office as of 
late. 





profit in selling Don- 

ley Steel Area Walls 

and users say they 

save 50% on area 

wall costs. Offer your 

customers this pre- 

fabricated modern 

unit that makes low 

set homes possible at low cost. 

Made either of copper bearing 

steel painted two coats or of enam- 

eling steel, porcelain enameled 

with a second coat of gleaming 

white on window side. Get all 

the facts about this profit making 

cost cutter—send for your copy of 

the new, 22nd edition of ‘Donley 

Devices’’ describing this and many 

other interesting articles for the 
home. Write today. 


The DONLEY 
BROTHERS COMPANY 








The floor sanding machine and the paint 
conditioner are part of a campaign to keep 
customers coming back. The floor sanding 
machine not only has sold flooring for the 
Kankakee Lumber & Supply Co., Kankakee, 
Ill., but has been responsible for building a 
floor finishing materials business. Varnish 
removers, waxes, stains, fillers and other 
items that finish, preserve and polish floors 
have all been sold because the Kankakee 
Lumber & Supply Co. has built up a repu- 
tation for knowing all about floors and floor 
finishing. The paint conditioner is a cus- 
tomer convenience item as well as a con- 
ditioner of stocks. It saves time and effort 
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You Can Build Your Business 
It You Keep Your Customers 


The floor sanding machine stood in the corner. 

E. J. Bringstaff, assistant secretary and manager of the Kan- 
kakee Lumber & Supply Co., Kankakee, IIl., looked around in 
the direction his interrogator was pointing. His eyes took in 
the floor sanding machine and swung back to his questioner. 

“Why do we keep that?” he repeated. “Why to rent to cus- 
tomers, of course.” 

“So far so good,” admitted the human question box. “But 
why? Does it pay you to rent it? Does it bring in more 
customers? Or does it increase your sales of stock?” 

E. J. Bringstaff grinned—through his eyes. He knew he 
was being grilled and looked as if he enjoyed it. 

“All three,” he stated judiciously. 

“That’s a confession,” advised the reporter. ““We know some 
of the story, but in case we’ve missed some points, suppose you 
tell us.” 

Mr. Bringstaff though was a salesman. 
tion with a question. 

“Suppose you had two places to buy a floor,” he asked. “One 
place had floor finishing materials, equipment and machinery 
for treating and conditioning floors, and the other place did not. 
One place had made a study of treating, polishing and keeping 
up floors so that they could sell the materials to service any 
floors they sold, and the other place had not. Now which place 
do you think would know the most about floors and be the 
most apt to sell you the right kind of floor? 

“Right !—You'd have more confidence in the company that 
knew how to take care of your floors year after year. It would 
look to you as if they would sell you floors that would last that 
long. Instilling confidence in the buyer is one thing ; providing 
convenience is another. Take our contractors, for example. 


He answered a ques- 


They know they can get the machinery and the materials right 
here to finish any floor they install. 


Before they get through, 





their customers know it too, because they want their customers 
to stay satisfied with the floor they put in for them. 

“Well, that means repeat business for us, year after year. 
We know we have sold flooring because we have floor finishing 
machinery and materials available, but even more definitely we 
know that our floor finishing machinery has built up a floor 
finishing materials business for us: varnish removers, waxes, 
stains, fillers, and so on. That means that our customers and 
our contractors’ customers keep coming back for service. 

“We try to keep a number of repeat items here for that pur- 
pose. Paint, for example. A few years ago we were going to 
throw out our paint department, but before we did, we decided 
to put a paint salesman in the department and see what he 
could do. The paint department is a real line with us now. 
As a service feature, somewhat like the floor sanding machine, 
we added a paint conditioner, also over there in the corner.” 

The lumber yard manager quit talking, but the fellow who 
made his living asking questions had another one. 

“Do you rent the floor sanding machine to anybody? Aren't 
you afraid they won’t know how to use it?” 

“Well,” said the manager, “we will rent it to anyone we 
know, but we do try to find out if the customer knows how to 
use it. If the customer admits he doesn’t know how to use 
the machine, we send a man along with the machine to do the 
work if necessary. But if one of our Own men goes 
out with the machine, the chances are he’ll find something else 
to sell the customer, or he may get a lead on some good bust- 
ness in the neighborhood.” 

The reporter suddenly found himself out of questions and 
with nothing to do but say goodbye. But he didn’t tell Mr. 
Bringstaff all he’d found out, however. As he went out the 
door he was saying to himself: “I got the goods on him this 
time. That man sure knows how to merchandise.” 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasHINGTON, D. C., June 10.—Following isthe National Lumber Manufacturers’ Associa- 
tion’s report for two weeks ended June 1 and for twenty-two weeks ended that date, covering 
mills whose statistics for both 1940 and 1939 are available, and percentage comparisons with sta- 
tistics of identical mills for the corresponding period of 1939: 





AV. No. Per- Per Per 
Mills Predpeten cent Shipments cent Orders cent 
TWO WEEKS: Rpteg. 940 of 1939 1940 of 1939 1940 of 1939 








Total Softwoods .. 397 sonaeaier 105 443,331,000 105 426,821,000 99 
Total Hardwoods.. 88 17,792,000 131 17,105,000 100 15,934,000 90 
Total Lumber ..... 468 460,856,000 106 460,436,000 105 442,755,000 99 


Total Flooring .... 80 
TWENTY-TWO WEEKS: 
Total Softwoods... 410 


19,482,000 122 20,703,000 113 21,059,000 129 


aed ty 179,000 109 4,609,772,000 107 4,618,485,000 107 


Total Hardwoods.. 88 91,716,000 108 190,096,000 100 191,500,000 103 
Total Lumber...... 480 4,567,895,000 109 4,799,868,000 107 4,809,985,000 107 
Total Flooring..... 79 "201 ,076,000 119 195,263,000 112 221,365,000 125 








= RELATION OF UNFILLED ORDERS TO STOCKS 


WasuHincton, D. C., June 10.—Following is statement of seven groups of identical mills of un- 
filled orders and gross stock footage on June 1: 


No. of Mills Unfilled Orders Gross Stocks 


Both Beactifudl 





Reporting 1940 19329 1446 14346 
Total Bott woods 2.66 csecéuse 391 698,475,000 628,820,000 3,406,217,000 3,499,493,000 
Total Hard woeds* ....cccsevs 86 57,167,000 50,389,000 366,496,000 394,227,000 
Total EMO .60c 60s anew on 463 755,642,000 679,209,000 3,772,713,000 3,893,720,000 all lita & 
Oak and Maple Flooring..... 90 71,360,000 55,751,000 94,840,000 104,413,000 


*Of Northern mills, 14 reported on softwoods, 14 on hardwood unfilled orders; 15 mills on 


Gross stocks ....1,488,394,000 1,510, 358,000 On June 8, 1940 smallest homes—A symbol of “the 
0 Identical Mill CIO TPE ns 0 52.0 cose eee 48,370,000 : . " 
, { RS ie Ti, CONN WET <....00ss0ccaeeeses: 339,069,000 American way of living. 
940 1939 
Production ...... 1,317,736,000 —1,181,814,000 “Oct. 36, 1986, to Oct. 28, 1989. a + SNO- WITE BATHROOM _} 
Shipments ....... 1,485,667,000 1,375,368,000 Unit is 304,000 feet of “3-year average ACCESSORIES 
Ordena. ccsscueen 1,515,841,000 1,339,346,000 production. 


1ers . . vate P many 
modern designs 
New Type Roofing and Siding to be pBathross 
ear. Medicine Cabi- 
hing M k d Th h D | —., Made of 
: stainless teel 
we arkete rough Vealers iremes. elect 
Joor ally welde or 
Xes, In the April 22, 1939, issue of the AMERIcAN conceived the idea of making this type of sid- bea oti eile 
and LUMBERMAN there appeared an article describ- ing; they had the facilities and they were shaped and 
ing a low-cost housing project developed by interested in the project. At the time the yam —, 
the Hoess Brothers of Hammond, Indiana. original article appeared, it was stated that ni agua ear nem 
1 : id, ; re a ees Tooth Brush and Paste non - electro- 
pur- Frank L. Hoess had conceived the idea because national distribution through lumber dealers was Holder lytic; guaran- 
ig to being planned. teed for five 
’ aie . cs is years against silver spoilage. In both Recess 
ided This sidewall and roof covering is now being and Wall types, and in price range to suit 
t he offered to dealers by Hoess Brothers. Applica- your needs—all in superb Sno-Wite quality. 
| tion of the steel clapboards is accomplished by Nati es d idel d 
now. means of clips which are nailed to the regular = = Y vendss 4 To. 1B “3 * 
hine, sheathing and then the top of the siding is Shel aoe yong Dishes T abl yen 4 
a hooked to the clip. As each succeeding length : P pa, aca FR im 
of siding is applied, it covers the clips holdin an Seen, Pages ones, 
who pig wd Ny" na > oak i Pp 4 & Grab Bars, Robe Hooks, Razor-strop 
mi nor ae a tape oo ae Hooks—most of them with exclusive 
ill visible. Corner trim and roof gutters of several \_patented features. 
ren different styles, corresponding to various archi- 
ageing a are being turned out on other ( ee will find Sno-Wite accessories \ 
> we dies 1n the shop. most effective in re-sale, and attrac- 
w to This siding or roofing is applied over a tively priced. Write for our proposi- 
PY Shown here is one of the houses constructed with framework of studding and sheathing in the tion and facts about America’s most 
) us the metal siding manufactured by Hoess Brothers usual manner and comes in widths of 4, 6, 8 extensive and popular line of depend- 
9 the and 10 inches, face exposed, and lengths of 8, able and beautiful bathroom acces- 
goes they had owned a 40 acre plat of ground out- 10 and 12 feet; it can be cut to other lengths sories. 
else side Hammond which had not been returning easily. Tests have shown, Mr. Hoess stated, pn 
"s any income. It was decided to divide this land that the vacuum which becomes effective after “ 
bust Into one acre lots, erect low-cost houses rang- sealing the ends of the siding and roofing cause AMERICAN ENAMELED PRODUCTS CO. 
ing in price from $1,600 to $2,500, and sell the air space between the walls to provide bene- WAUKESHA, WIS. DEPT. 2 
and these houses to the industrial workers in the ficial insulation. Being in clapboard form and SG ENUINEN, 
Mr. vicinity. size, this siding and roofing is very flexible Feige 
t the Chief feature of the development, however, and orthodox so it will meet requirements as ee 
bi Was the use of steel clapboard siding on some to appearance and application, and has the 
1 this of the houses. 








stocks, 





Western Pine Summary 


PorTLAND, OrE., June 7—The Western 
Pine Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended June 1: 


Report of an Average of 111 Mills: 
Total for 2 weeks ended 


June 1, 1940 June 3, 1939 Units,+ 89 Two Weeks safe, strong and adapted to old walls 
eget “eens 168,771,000 159,971,000 Three-year average production*... 53,775,000 or new ones. First widely used by 
Orders Received.. 151,620,000 145,604,000 eel gansta Keidaekeo enna Atl: restatts foremost hotels and fine homes, Sno- 

Report of J10 Mentical ee mn OQUUGPE TECEIGOR. 20556460 esis.cers.cdewis 51,298,000 Wite style and quality have become 


Unfilled orders. 184,178,000 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orteans, La., June 12.—Following is 
a summary of reports from southern pine mills 
for two weeks ended June 8: 


Average weekly number of mills, 117; 


Number of mills, 114; Units,+ 83 








Hoess Brothers own and operate 
a machine shop in Hammond, and here they 


shadowline that is considered architecturally 
good. 


ORE than twenty-five years ago, 

Sno-Wite set new standards of 
beauty and utility in accessories for 
modern bathrooms. No breakable glass 
or flimsy expedients; no plating to tar- 
nish or wear bare. Instead, the solid 
strength of ageless iron, exquisitely 
finished in cleanly porcelain enamel; 


standard—and essential—even in the 


much st, 


t” an but little to the cost; 
home-value. 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel, Louisville. Ky. 

June 20-21—National Wooden Box Association 
(Pacific Division), Clift Hotel, San Francisco, 
Calif. Special called meeting of members and 
non-members, 

June 25—Roofer Manufacturers Association, Ral- 
ston Hotel, Columbus, Ga. 

July 19-20—Philippine Mahogany Manufacturers’ 
Import Association, Inc.,, The Broadmoor, Co'lo- 
rado Springs, Colo. Annual. 

Sept. 26-27—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 





Meeting of Wooden Box Association 
Postponed to June 20-21 


SAN FRANCcIscOo, CALIF., June 10.—The gen- 
eral meeting of the National Wooden Box 
Association (Pacific Division) scheduled for 
June 6 and 7, has been postponed until Thurs- 
day and Friday, June 20 and 21, according to 
announcement by G. Carlberg, Jr., secretary. 





Chicago Lumbermen Plan Golf 


The thirty-fourth annual tournament of the 
Lumbermen’s Golf Association of Chicago will 
be an event of June 28 at the Bob O’Link Golf 
Club at Highland Park, Ill. There will be 
play in the morning and afternoon, and prizes 
awarded to the winners in ten divisions. West- 
ern Golf Association rules and the rules of the 
Bob O’Link course will govern play. 

Luncheon will be served at the club house 
from 11:30-2:30, and dinner in the evening at 
7:30. Those planning to attend are requested 
to notify J. L. Strong, 30 North LaSalle St., 
Chicago, to make certain that caddies will be 
on hand and enough meals prepared. 





Mahogany Group to Hold Annual 


Los ANGELES, CALIF., June 8.—The annual 
membership meeting of the Philippine Ma- 
hogany Manufacturers’ Import Association, 
Inc., will be July 19 and 20 at the Broadmoor 
in Colorado Springs, Colo. The reports of 
officers will be heard, business transacted, and 
officers elected for the coming year. Since 
matters of considerable importance to the asso- 
ciation are scheduled for discussion, it is hoped 
that the meeting will be well attended. 





Arizona Retailers Elect Officers 


PHOENIX, Ariz., June 10.—In the picturesque 
setting of Grand Canyon, May 17 and 18, dele- 
gates to the 26th annual convention of the 
Arizona Retail Lumber & Builders Supply As- 
sociation elected J. E. Olds, Olds Bros., Wins- 
low, president for the ensuing year. 

Other officers elected include: Albert Stacy, 
Bassett Lumber Co., Douglas, first vice-presi- 
dent; S. A. Beecroft, Foxworth-Galbraith 
Lumber Co., Phoenix, second vice-president ; 
Chris Totten, Phoenix, was re-elected secre- 
tary-manager. 


The new directors are: Louis Jennings, Saf- 


ford; J. A. Mulcahy, Tucson; C. W. Lewis, 
Holbrook; Frank Tutt, Jerome; John G. 
O’Malley, Phoenix; Cecil Drew, Mesa; Wil- 


liam Killen, Tucson; J. R. Henderson, Bisbee; 
Paul H. Morton, Kingman; Jay M. Gates, 
Kingman; Charles Shoup, Phoenix; L. M. 
Hamman, Phoenix; Edward C. Rowland, Phoe- 
nix; John Ware, Kingman; Peter Pollock, Clif- 
ton; Claude A. Hayes, Prescott, and Albert A. 
Hayes, Phoenix. 

J. C. Dolan, president of the Arizona Lumber 
& Timber Co., Flagstaff, was toastmaster at the 
annual banquet. Among the banquet speakers 


was J. E. Mackie, San Francisco, western rep- 
resentative of the National Lumber Manufac- 
turers Association. 





Misinterpretation Cleared 


Battimore, Mb., June 10.—An_ unfortunate 
combination of stories occurred in our May 18 
issue in which it appeared that the joint meet- 
ing of the Hoo-Hoo Club of Maryland and the 
Lumber Exchange of Baltimore celebrated the 
purchase of the James Lumber Co. by F. Bowie 
Smith who has been in the lumber business here 
since 1907. Mr. Smith states that the meeting 
was merely a joint get-together of the above 
organizations and various prominent figures in 
the lumber industry who had attended the an- 
nual convention of the National Retail Lum- 
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ber Dealers’ Association. As president of the 
Lumber Exchange, Mr. Smith acted as toast- 
master at the dinner. 

The AMERICAN LUMBERMAN regrets that 
meeting was not properly reported and is happy 
to clear up the misunderstanding. 


ALAMS Hold Spring Golf Meet 


Livineston, N. J., June 10.—The Associated 
Lumber & Allied’ Material Salesmen of New 
Jersey held their annual spring dealers golf 
outing here, June 5, with 90 in attendance. 
Prizes which were awarded by several manu- 
facturers, were presented to the winners by 
Chairman Molinari of the golf committee. 








Day on Links Is Planned 


ANTIOCH, ILL., June 10.—The 27th semi-an- 
nual spring golf tournament of the building 
material, coal, and lumber dealers will be held 
on the local Chain O’ Lakes Country Club 
course, June 20. The day’s events will include 
a luncheon and evening dinner in addition to 
golfing. 


SPIB Marked Lumber Meets 
SPA Specifications 


New ORLEANS, La., June 12.—A. S. Boisfon- 
taine, secretary-manager of the Southern Pine 
Inspection Bureau, states that subscription con- 
tracts for the service of the Bureau have been 
executed covering 430 mills, representing an 
annual production of over 3% billion feet of 
southern pine lumber. “It is particularly fortu- 
nate,” said Mr. Boisfontaine, “that the consent 


decree under which the Bureau has been formed 
required it to be an independent bureau of the 
Of course, it was realized that the 


association. 


specified other species exclusively.” 

Mr. Boisfontaine indicated that as the matter 
now stands, references in specifications to the 
rules of the Southern Pine Association, or to 
its inspection certificates or grade-marks, may 
properly be construed as relating to the South- 
ern Pine Inspection Bureau of the Southern 
Pine Association, for the rules of that associa- 
tion are the rules of the Bureau of the associ- 
ation. “In the future, changes in rules will be 
accomplished through the Southern Pine Inspec- 





BOARD OF GOVERNORS OF SOUTHERN PINE INSPECTION BUREAU 


Seated, left to right: Fred W. Lightsey, Miley, S. C.; P. T. Sanderson, Trinity, Tex.; 
W. T. Murray, chairman, Rochelle, La.; S$. E. Moreton, Brookhaven, Miss.; H. C. 
Foreman, Elizabeth City, N. C. 

Standing, left to right: F. C. Mills, Acworth, Ga.; E. M. McGowin, vice-chairman, 
Chapman, Ala.; C. W. Wilson, Antlers, Okla.; B. H. Barnes, Charlottesville, Va.; 
L. J. Arnold, Crossett, Ark.; B. E. Kenney, Port St. Joe, Fla. 


competitive position of southern pine as a lum- 
ber species might be seriously jeopardized if 
overnight some entirely new and completely in- 
dependent organization were given jurisdiction 
over these matters. In Federal specifications, 
as well as the specifications of countless archi- 
tects, engineers and other lumber specifiers 
throughout the country, there appear references 
to the grading rules and inspection certificates 
of the Southern Pine Association, and if all of 
a sudden it had been required that southern pine 
be specified according to some new rules, or the 
rules of some entirely new organization not in 
any manner identified with the Southern Pine 
Association, there might have been such confu- 
sion in relation to the specification of this species 
that many would have taken the easy route and 


tion Bureau, by action of its board of govern- 
ors,” he says. 

The Bureau is now tackling the job of re- 
placing the grade-marking stamps heretofore 
used by mills licensed to grade-mark under the 
supervision of the Southern Pine Association, 
with new stamps bearing the Bureau insignia, 
according to Mr. Boisfontaine. For a period, it 
would seem necessary for lumber bearing the 
SPIB marks, when delivered to projects requir- 
ing association grade-marked lumber, to be re- 
garded as lumber which has been grade- marked 
under the supervision of the association under 
whose rules it was bought, for that is what it 
really is. The new Bureau mark will consist of 
the letters “SPIB” followed by the grade abbre- 
viation and mill number in an oval. 
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BEGINNING KAY DEE’S DREAM HOME...WNO. 1 


“All smart girls know that Spring is the best 
time of the year to plant the seed of Home 
Ownership. All I had to do was to suggest to 
Bob that we drive through a new home district. 
That night, we got out the ‘Distinctive Small 
Homes’ plan book —and did he fall for those 
lovely little houses! Here’s one girl who will 
have a home first!!! 


Cash In On “The ‘Buying Mood” 


Right here is where Dierks offers you a pow- 
erful “silent salesman.” It is the beautifully 
illustrated new plan book, entitled “Distinctive 




















--Into the Sale of A New Home Job! 


Small Homes of the New Decade.” You can 
recommend the efficiency and economy of every 
one of these 25 distinctive plans with full confi- 
dence for every one of these homes has already 
been built! Thus you need have no fear of 
“design corrections” to face on the job. 


Although we have had an unprecedented 
demand for this beautifully illustrated design 
book, Kay Dee is still holding a supply for you. 
Remember, all it takes to turn benedicts into 
buyers is to let Spring give them the mood — 
and you give them the plan books! Write Kay 
Dee for your sample copy today! 


To Kay Dee—Dierks Lumber & Coal Company 
Dept. AL-5 Dierks Bldg., Kansas City, Mo. 


O. K., Kay—Rush along my sample copy of “25 
Distinctive Small Homes.” I enclose 25c. If it is 


what we want, we can use about_______-_ copies. 


Note: Single Copies 25c, quantities of 25 or more, only 15c. 


No charge for imprinting on orders of 50 or more. 
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Mississippi Shortleaf 
at ITS BEST 
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To meet your demand for surpass- 
ing quality lumber, Sallis Mills 
have modern dry kilns, up-to-date 
machines, everything to insure best 
production. Mixed Car buyers will 
do well to get acquainted with our 
top-quality stocks of. Yard and 
Shed Items, “Eased-Edge” Dimen- 

Flooring, Ceiling, Siding, 


sion, 

Finish, Mouldings, Casing, Base. 
All Shed Stock is Kiln-dried. Air- 

dried items are Lignasan-treated. 

Let us quote on your needs. Write 


us today. 
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Timbers, chemically treated to 
prevent stain. 













Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACTORY 


YARD STOCK bE | Q CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 























W.T.SMITH LUMBER C0. 


"ELLOW PINE & HARDWOODS 
VW Alabama 
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REVIEW OF BUILDING 


War Abroad Has Not Checked 
Construction in U. S. 


New York Ciry, June 10.—Recent intensifica- 
tion of the European war has not yet effected 
any important change in the upward trend of 
construction in the United States, according to 
F. W. Dodge Corporation. The May total of 
construction contracts awarded in the 37 eastern 
States amounted to $328,914,000, largest monthly 
total recorded thus far in 1940, being 9 percent 
over the April figure and nearly 7 percent 
over the total for May of last year. 

Most significant in last month’s record was 
the contract figure for residential building, 
$145,912,000, largest residential total since Au- 
gust 1929, and 9 percent over the residential 
figure for May 1939. Gains in contract volume 
were continuous through the month, showing no 
diminution after the German invasion of the 
low countries. 

Of possible significance for residential build- 
ing in coming months are recent mortgage-in- 
surance records of the Federal Housing Admin- 
istration. During the five weeks ended June 
1, the number of mortgages selected for ap- 
praisal increased 20 percent over the corre- 
sponding five weeks of last year, and their 


“The prospect of government controls and 
restrictions on _ private building activity 
seems equally remote. At the time of the 
first World War, the priority order, restrict- 
ing private projects over $25,000 to those 
essential to our war participation, did not 
come until December, 1917, eight months 
after the United States declared war, and 
grew out of necessities not present in the 
current situation. 


“Consequently, the facts known to us up. 


to this present date seem to indicate a con- 
tinued upswing of private construction dur- 
ing the remainder of this year; new facts 
could, of course, change the picture in very 
short order. The national defense program 
now being formulated will undoubtedly in- 
clude, in addition to army and navy and in- 
dustrial construction, a considerable amount 
of emergency housing.” 





All Lumber Sold in Denver Must 
Be Grade Marked 


DENVER, CoLo., June 10.—An ordinance reg- 
ulating the grading of lumber in Denver, Colo., 
was passed on final reading at this week’s 
meeting of the city council. The ordinance 
provides that lumber sold here be graded ac- 
cording to quality. Said I. Frank Downer, 





A recent addition 75 x 
110 ft. has been added 
to the streamlined facili- 
ties of the Geo. Silber- 
nagel & Sons plant at 
Wausau, Wisconsin to 
house the enlarged glaz- 
ing department. The 
building, illustrations of 
which are shown here is 
built with McKeown trus- 
ses, has the new type 
Perfex Heaters and is 
completely equipped with 
an Arrow Fire alarm and | 
sprinkler system. With 

the addition of this new 
floor space, the glazing 
department of the Silber- 
nagel Company becomes 
the largest in the country 


oy PF. 








total value increased 18 percent; the number 
of mortgages accepted for insurance increased 
4 percent and their value increased 5 percent. 
There has as yet been in the FHA records no 
indication of a falling off due to the critical war 
situation. ’ 

Commenting on the situation, Thomas S. 
Holden, vice president of F. W. Dodge Corpo- 
ration, in charge of statistics and research, 
stated : 

“Three possible factors might change the 
current upward trend of private building: 

1. Panic, causing private investors to 
defer or abandon building projects. 

2. A rapid rise in building costs. 

3. Imposition of Government controls and 
restrictions, in order to give priority to con- 
struction essential to the national prepared- 
ness program. 

“No one of these three things has happened 
yet. 
“With regard to the first one, the May 
records show that there has not been the 
slightest sign of panic in the private build- 
ing market. As for rising building costs, 
there seems to be little danger of trouble 
at any early date. Both Government and 
private industry are acutely conscious of 
the dangers of price inflation, as they were 
last autumn after the beginning of the war. 
Since then and up to the present moment, 
self-control by industry and labor without 
governmental action has been adequate to 
hold material prices and wages at fairly 
steady levels. 


Hallack & Howard Lumber Co., “It is a pro- 
tection against unscrupulous dealers who try to 
pass off second grade lumber and charge the 
price for a good grade.” Grade marks can 
either be affixed locally, or at the mill from 
which lumber is purchased. The West Coast 
Lumbermen’s Association, in a telegram pre- 
sented to the city council, agreed to furnish 
an inspector, to be located in Denver, to grade 
all present lumber stocks, and new shipments 
sent here unmarked. The association will pay 
expenses of the inspections. 





New Edition of "Practical Lumber- 
man" Gives Data on Estimating 


The sixth edition of the “Practical Lumber- 
man” has just been published and is offered to 
lumbermen for $1.50 postpaid. As is stated in 
the introduction, computing the weight of logs 
has always been an intricate subject, but here 
are suggested ways in which this may be done. 
There is also information and tables on methods 
of finding the weight of any species of log 
floating in fresh or salt water; the problem of 
stowage is thoroughly discussed as is the subject 
of log scales. A further statement says the 
“knowledge it (the book) contains will be very 
valuable to buyers, sellers, manufacturers of 
logs, steamship operators and officers of the 
merchant marine,” 
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REALM OF THE RETAILER 


(Continued from page 35) 


records of profits, have folded up. Several that are well financed 
are still carrying the fight; able and willing for a time to lose 
money. Maybe I’m letting them carry it for me. But such a 
fight was never my idea, and since mine is a relatively small 
yard I knew I couldn’t contribute much of military value during 
the time I lasted. It looks as though our ambitious friend is 
about to bust, done in more by his heavy borrowings than by 
big-yard competition. But the cost has been high. The old 
standards of quality building in the city have been badly bombed. 

“In the course of the battle I eased off prices for a time and 
took an occasional job at cost to avoid the reputation of always 
being high. I didn’t actually lose money; but it’s a poor kind 
of boast that a man simply doesn’t dig into his capital. Some- 
thing had to be done. 


Finds Package Selling Meets Situation 


“T had always been afraid of package selling, for I thought it 
couldn’t be done in a city. I believe now it can be done. Right 
at this desk I’ve proved that there are customers who under- 
stand the value of quality and who are willing on that basis to 
consider and to measure prices on the complete house. So I’m 
working back to quality and to fair prices through the channel 
of the completed house, described in terms of planned usefulness 
and pride and enduring quality and financed on payments. In- 
stead of assuming that everybody understands these things, I 
assume that nobody understands them, and that selling involves 
finding prospects and starting from scratch. Maybe it’s not 


easy; but it’s not so hard, either, to get people to think intelli- 
gently about building, at least if you give them something be- 
sides prices by the thousand to think about. 

“There are local house owners who are unhappy over their 
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new and cheap houses. They were determined to try to save 
money by buying on the basis that ‘lumber is lumber.’ But they 
found their first-cost savings were not as large as they had ex- 
pected ; and some of these houses, less than two years old, are 
pulling their nails and opening their frames. 


If You Compete on Prices—Go the Whole Hog 


“Tf there are morals in this story, they may be a little obscure ; 
but I’ll make a few guesses. If you’re going into the pumpkin- 


vine lumber business, keep your overhead and your borrowings 
at the minimum, sell for cash and don’t extend operations be- 
yond the natural crop of cheap-price-at-any-cost customers you 


can reach handily. Commercial truckers can make this field 


fairly wide ; but let the commercial truckers take the delivery-cost 


risk. If they fail and lose their machines, other hopeful souls 
will volunteer. In the cheap-price field, of course, your one 
selling advantage is cheap prices. 


Quality Yard Must Compete With Quality 


“If you run a quality yard, and have the investment called for 
by quality service, beware of fighting the pumpkin-vine dealer 
with his own weapons and on his own terms. Unless he gets 
delusions of grandeur and forgets the ‘principles’ I’ve just men- 
tioned, he has you licked before you cut the first bill. If you 
want to fight him, sell your yard and start over on a sand lot 
with a shipment of bull pine sent you on consignment. 

“Tf you want to keep on running a quality yard, hunt for the 
quality buyers and deal with them honestly in terms they can be 
made to understand and appreciate—completed costs for a com- 
pleted job that’s completely financed and that’s designed and 
built on good lines for lasting use. 

“There may be degrees and variations, but this is the founda- 
tion idea. I’m betting the future of my business that I’m prac- 
tically right.” 
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will receive prompt attention. 


LET ALGOMA LUMBER WIN FOR YOU 
AS IT DOES FOR OTHER DEALERS! 


The Algoma Lumber Company takes special pride in offering 
choice products of KLAMATH BASIN PONDEROSA PINE. This 
soft-textured quality stock is the preferred stock for building 
and wood-working. Up-to-date dry kilns, modern manufacturing 
( Selects (carefully kiln- 
dried) . . General Building Lumber. Your inquiries and orders 
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Member Western Pine Association 


~ ALGOMA LUMBER CO. Algoma. Oregon 
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A Modern Product of 
Specialized Manufacture 






of Western 
Red Cedar 


Bevel and Bungalow 








Sidin 


This “T-F Brand” Siding happily 
meets the new-day demand for holds it well. We offer it in all 
super-quality and distinction in sizes and grades. 

home-building. Made from finest Tell your customers that the 
virgin-growth Red Cedar, its modern way is to use “T-F 
natural preservative qualities in- Brand” Red Cedar Bevel and 
sure long-enduring service. With- Bungalow Siding, Finish and 
standing heat and cold, it gives Shingles. Order Siding in Straight 
ideal sidewall protection. Easy Cars, or in Mixed Cars with our 
to saw and nail, it stays straight T-F: Cedar Shingles. 


THURSTON-FLAVELLE timitea 


Port Moody, B. C., Canada 


and true, takes paint easily au J 
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Here’s What's New 


Booklet Introducing Asphalt Roofings 
Is Issued for Dealers 


A new booklet, “More Roof Value for Your 


Money,” introducing its new line of asphalt 
roofing, has just been issued by the Philip 
Carey Co., Lockland, Cincinnati, Ohio. Accord- 


ing to information contained in this booklet, 
this roofing has a felt that is saturated to at 
least 98% percent of its capacity whereas the 
Underwriters’ minimum standard requires satu- 
ration of the felt to only 85 percent of its 
total capacity. It is stated that this roofing 
gives practical elimination of severe blistering, 
sliding and loss of mineral granules. It is 
also stated that the new roofing is uniform in 
quality as it is controlled in the manufacturing 
process. “More Roof Value for Your Money” 
may be obtained by writing the manufacturer, 
Dept. 11. 


Booklet Furnishes Aid to Dealers 
in Selling Plywood 


To show the various ways in which plywood 
can be utilized in merchandising, the Douglas 
Fir Plywood Association, Tacoma _ Bldg., 
Tacoma, Washington, has issued a_ booklet, 
“How Your Store Can Use Douglas Fir Ply- 
wood.” The seven factors of display, which 
are service, quality, merchandise, price, loca- 
tion, style and institutional display, are all 
briefly discussed from a theoretical standpoint, 
and the practical aspects of display, such as 
permanent and temporary construction, interior 
store promotions, timeliness in display, inter- 
changeable fixtures, sectional displays, _ bill- 
boards and other types of displays are all 
covered in this booklet. Exteriors for new 
building and remodeling is another section 


which further explains the uses of plywood. 
The Douglas Fir Plywood Association will 
furnish additional information about this book- 
let. 


Combined Nail Bin and Wrapping 
Counter to Increase Sales 


A combination bin and wrapping counter 
for dealers has been announced by L. A. Piper 
& Sons, Paris, Ill. With this bin, all sizes of 
nails are available for customer inspection, and 
at the same time, occupy a minimum of space. 


pee, | er Jom | 





Each bin, it is stated, holds a full keg or more 
of nails. The scale and cash register can be 
located at one end of the counter, leaving ample 
space for wrapping. The counter top is surfaced 
with a tempered Masonite finish to withstand 
counter top abuse. These counters come in 5 
and 7 foot lengths and vary in capacity from 
a 6 bin, 5 foot counter to an 18 bin, 7 foot 
counter with many intermediate sizes and 
capacities. The counter shown in the illustra- 
tion is one of the larger sizes with an eighteen 
bin capacity. Further information can be ob- 
tained from the manufacturer. 





THESE 
DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





You hardly can afford to overlook the advantages that are yours in 
the handling of North Carolina Pine. It’s the ideal lumber for all- 
around dependable construction, for interior and exterior uses. Beau- 
tiful in color and grain. strong. long-lasting. These firms can supply 
you with all building items in North Carolina Pine. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 


SPA Grade Marked Lumber 
Mfrs. Flooring, pa Casing, a Roofers 
and Framing Lum Kiln Dried and Air Dried. 


J. E. ELROD LUMBER CO. 
Chariotte, N. C. 


Air Dried and Kiln Dried Shed Stock, Roofers, and 
Resawn Box and Crating Lumber; Dried Roofers 
and Dimension; also Heavy Timbers and Plank. 





SOUTH ATLANTIC LUMBER CO. 
Greensboro, N. C. 


Kiln Dried and Air Dried Finish, Dimension, Roofers, 
Boxing Lumber, — and Crating. ills: 
burg, N - C., Suffolk, Va. 





BURRUSS LAND & LUMBER CO. 


Lynchbarg, Va. 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 
a specialty. ow ne ae } ees Mills 
Va. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 
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Sander Rental Merchandising Plan to 
Increase Sander Rentals 


A plan for increasing profits through the 
rental of sanders has just been offered to 
dealers by Skilsaw, Inc., 5033-43 Elston Ave, 
Chicago, IIl. This plan is a combination of 
field tested merchandising methods and covers 
such headings as rental folders and newspaper 
mats, display spots, sideboards for trucks, signs, 
displays, advertising, publicity, related sales and 
keeping proper records. Beside this promotion, 
there is also material on instruction for sales- 
men, the contractor and painter customers, care 
of the sander, credits, suggested prices and other 
useful information. This plan is offered to all 
dealers who request it from the manufacturer, 


Nail Manufacturer Offers Sample 
Box to Dealers 


W. H. Maze Co. Peru, Ill., is offering 
dealers a free sample box of shingle nails to in- 
troduce its line. It is stated that these nails 
are submerged in molten zinc, which results in 
a heavy coating and insures the nails of a long 
life. Because these nails are coated with zinc, 
the manufacturers state that their use will make 
roofs last longer. W.H. Maze Co. also offers 





an easel display rack that holds five boxes of 
nails. This is offered to increase point-of-pur- 
chase sales. Further information about the 
Maze line and the sample box of nails may be 
obtained from the manufacturer. 


New Method of Roof Construction 
Is Announced 


A new method of roof construction which 
consists of two kinds of units—the factory cut 
rafters and rectangular, flat surface units to be 
placed on these rafters to complete the roof— 
has just been announced by I. M. Brandjord. 
The rafters are so constructed and placed that 
the rectangular units will overlap in alignment, 
both endways and sideways, to any extent de- 
sired. This method of construction is covered 
by patent 2,098,855. It is announced that this 
type of roof construction can be assembled 
quickly, construction is integral and the units 
may be removed if the building is to be re- 
moved or rebuilt. This type of construction 
may also be used for outside walls. For fur- 
ther information, address requests to I. M. 
Brandjord, 309 N. Hoback St., Helena, Mont. 


Company Issues Folder on Its 
Line of Saws 


A folder announcing the expansion of its 
line to include four models, from % to 7% 
horsepower, has been issued by Red Star Prod- 
ucts, Inc., 12910 Taft Ave., Cleveland, Ohio. 
The folder states that the Multiplex saw cuts 
angles.full length of the track from 0 to 90 
degrees, either right or left hand, and that the 
movable table positions the work in relation 
to the cutting tool so that the cutting head can 
travel the full length of the track on every cut, 
making circle routing and shaping up to 26 
inches diameter possible. It is stated that every 
model has ripping capacity of over 24 inches 
so that it will cut to the center of 48 inch 
plywood. <A request addressed to the manu- 
facturer will secure this folder. 
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New Counter Display of Calking Gun 
and Cartridge for Dealers 


A new display for its line of calking guns 
and cartridges has just been announced by The 
Calbar Paint & Varnish Co., 2612-26 N. 
Martha St., Philadelphia, Pa. The display is 
11 inches high and 13% inches wide. Accord- 
ing to the manufacturer, the gun eliminates the 
sticking of tubes in the barrel as the empty 
tube is thrown out as soon as the cap is re- 
moved to reload, and the gun is made in either 





rachet rod or smooth rod style that permits 
operation from any angle. A variable handle 
grip leverage is used to apply pressure. This 
gun is cadmium plated to prevent rust. Each 
cartridge holds approximately % gallon of 


Caulk-O-Seal, is put up in nests of eight, and. 


packed four nests to the shipping carton. The 
display alone is offered free to dealers upon 
request. 


New Catalog of Metal Accessories 
and Hardware for Dealers 


A new catalog, “Donley Devices,” has just 
been issued by The Donley Brothers Co., 13900 
Miles Ave., Cleveland, Ohio. This catalog 
includes information on building outdoor and 
indoor fireplaces and describes its line of fire- 
place fittings and accessories. It also describes 
its packagee receivers, chutes, access doors, 
garbage receivers, septic tanks and other metal 
specialties. The catalog announces that they 
have two booklets, “Book of Successful Fire- 
places” and “How to Build Outdoor Fire- 
places,” which are offered for sale at a low 
price. A request addressed to Donley Brothers 
Co. will get further information. 


Booklets Describe Qualities and 
History of Glue 


Two booklets, “Just Whistle While You 
Glue” and “Glue of the Ancients Gone Mod- 
ern,’ have been issued by Monite Waterproof 
Glue Co., Minneapolis, Minn. These two book- 
lets give the history of the development of 
casein glue. It is stated that this glue can be 
mixed with tap water, and it is further stated 
that some grades of Monite casein cold glue 
are waterproof when used strictly in accordance 
with certain U. S. Army and U. S. Navy 
specifications. Monite is packed in containers 
ranging from 1% oz. to 5 lb. The company 
also offers for sale a cold glue mixer for quick 
and economical cold glue mixing, which comes 
in 3 pint, 5 pint and 2% gal. capacities, and 
a number of different sized glue brushes. Prices 
and information concerning its glue and allied 
equipment may be obtained by writing the 
manufacturer. 


Room Size, Fabric Covered Plyboard 
Planned for National Distribution 


_ Production of a large sized plywood panel, 
laced with fabric, in sizes up to 8 by 20 feet, 
has been announced by the Speedwall Co., 5035 
First Ave. S., Seattle, Wash. This new panel, 
known as Jumbo Speedwall, is now being sold 
in the trading area around Seattle, but the 
management states that an announcement will 
shortly be made on merchandising plans that 
Will make this board available in all parts of 
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the country. It is stated that the size of this 
material does away with making joints, and 
its surface provides a base for quick decora- 
tion. This panel is made of Douglas Fir ply- 
wood, and surfaces to be decorated are dressed 
with a woven fabric applied with a special 
adhesive. Fire and moisture resistance, and 
high insulation value, are among the listed 
advantages. Speedwall can also be obtained 
without the fabric. 


Window Book Illustrates Many 
Possible Arrangements 


“Let’s Decorate Your Home with Sunbeams” 
is the title of a new 24 page book on windows, 
recently published by Curtis Companies, Inc., 
Clinton, Iowa, manufacturers of Silentite “In- 
sulated” windows. “Whether your home be 
small or large—windows give beauty and charm 
to both inside and outside.” 

Starting with the above heading, the book 
tells how windows aid in home decoration, in 
affording proper light and air, and in contribut- 
ing to health and comfort. 

Many photographs of window installations 
are pictured and emphasis is given to the mod- 
ernizing market. 

All the different types of their windows are 
featured in this book. These include Silentite 
double-hung windows—Silentite casements— 
circle windows called ‘“Rotovent”—and a new 
type Silentite basement sash. 

Requests for this book should be directed to 
the manufacturer. 


Electric Hand Saw Manual Is Pub- 
lished by Manufacturer 


Saw manual No. 2, “How to Cut Costs and 
Increase Profits,’ has just been published by 
Porter-Cable Machine Co., Syracuse, N. Y 
This manual lists various headings, such as 
Time and Money Saving Ideas, Estimating 
Data, Saw Uses and under these various head- 
ings the uses of electric hand saws are dis- 
cussed. Drawings and illustrations serve to 
supplement and expand the material that is 





HOW TO CUT COSTS 








being presented. The manual also contains 
information about its Speedmatic Saws, as 
well as this company’s line of sanders, edgers 
and floor workers. Any additional information 
may be obtained from the company. 





Industry Facts Up to Date 


“Lumber Industry Facts,” a booklet of 48 
pages published by the National Lumber Manu- 
facturers Association in 1939, and containing 
“not what the industry wishes but what the 
adding machine shows are the facts” as to 
forestry, forest products industries, and lumber 
production, shipments and consumption—has 
been supplemented by a 12-page 1940 compila- 
tion of more recent figures. This supplement 
is obtainable from the association at 1337 Con- 
necticut Avenue, Washington, D. C. 












irgin Long Leaf 
Yellow Pine has 
Strength, lasting 
qualities and nail 
holding ability, 
and WIER Long 
Leaf is well manu- 
factured 
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| SHED STOCK AND FINISH | 


QUICK SHIPMENTS A SPECIALTY 
SATISFACTION SINCE 1897 
Quality Lumber Shipped Efficiently! 


A. DEWEESE LUMBER CO. 
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FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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HIS is the 
lumber with 
thousands 
of friends 


PINE 


from the famous 


MEIUELEL 
Region 


This Klamath Ponderosa, sold by 
Crater Lake Box & Lumber Company, 
makes friends because it makes 
GOOD. Timber grown in the Klamath 
region is exceptionally fine in tex- 
ture, soft and mellow, with straight, 
close grain. Let us supply you with 
SELECTS and COMMON, S4S, PAT- 
TERNS or ROUGH, SHOP and BOX. 
Write us today. 


CRATER LAKE 
BOX & LUMBER CO. 


Sprague River, Oregon 


roirpPs Prk 














THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














ALIFORNIA 


SUGAR & WESTERN 
PINE AGENCY 


#1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


SUGAR? term Lumber 
elects an 
PINE 


Shop 
California Ponderosa Pine 
Mouldings and Cut Stock 
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Portland, Ore. 


WEST COAST WOODS—The lethargy in 
demand which was noticed the last half of 
May has extended into June, and production 
is slower. 


INTERCOASTAL—East coast demand con- 
tinues moderate, and more selective than it 
was a month ago. Prices continue on the 
soft side. 


RAIL—-Demand is fairly active but below 
expectations. Prices are irregular. Railroad 
orders have improved. 


CALIFORNIA—Demand is rather slow and 
irregular, ship space is ample, and prices 
are a little softer. 


EXPORT—Volume is small and the out- 
look is none too bright. 


LOGS—Inventory in this area is larger and 
prices are soft. Further increase in stocks 
is likely, as some mills are moderately cur- 
tailing production. 





Tacoma, Wash. 


WEST COAST WoOODS—Business appears 
to be holding its own in most lines. There is 
not much speculative buying, however, prob- 
ably because of uncertainty over the Euro- 
pean situation. Sash and door manufacturers, 
due to Government buying, report conditions 
good. One firm is reported to have landed 
a three-quarters of a million dollar contract 
in connection with War Department build- 
ing in the Panama Canal Zone. Veneer 
manufacturers also report business to be 
good. Log supplies are ample. 





San Francisco, Calif. 


LUMBER CHARTERS—The Pacific Coast 
freight and charter market in May was con- 
fused and nervous, due mainly to the serious 
turn of hostilities in Europe, according to 
General Steamship Corp. The Pacific is not 
over-supplied with tonnage. Timecharter, as 
a barometer, has declined from approximately 
$5.50 per deadweight ton per month on 
steamers to $4.50. Charterers’ views, how- 
ever, are down to $3.75@4. No business at 
these new lows has been reported. During 
May, two vessels were fixed for lumber, com- 
pared with two in April, and 20 in May, 1939. 
The two May fixtures were from British Co- 
lumbia ports. Destinations were South 
Africa and U. S. N. H. No full cargoes were 
reported as fixed for Japan. Liner rates re- 
mained at $18.50 on squares and $23.50 on 
logs. No full cargo inquiry was heard in 
the China trade. Liner rates remained at 
$26 on squares and $34 on logs for Shanghai, 
with approximately $2 additional for North 
China ports. There is now ample space avail- 
able on berth liners, and it is at present un- 
necessary to pay higher rates. No charters 
were reported in the United Kingdom Conti- 
nent trade. No full cargo charters were re- 
ported for Australia. During the month, 
liner rates on lumber softened from $35 to 
$30 per thousand feet. One steamer was re- 
ported fixed for South Africa. One fixture 
was reported in the intercoastal trade at 
$15.50 f. i. o. Liner rates remained at $16 
per thousand feet. The coastwise market has 
also shown considerable weakness. 


LUMBER RECEIPTS—May receipts at San 
Francisco from interior points totaled 9,760,- 
000 feet, compared with 11,845,000 feet in 
April, and 8,490,000 feet in May, 1939. Ap- 
proximately 21,170,390 feet of lumber was 
handled over Oakland piers during April, 
compared with 13,130,890 feet in March, and 
16,536,270 feet in April, 1939. 


LUMBER SHIPMENTS Lumber exports 
from San Francisco Customs District in 
March totaled 3,790 tons, with value of $121,- 
590. During same period, 407 tons of pencil 
slats with value of $74,068 was exported, as 
were 730 tons of shook valued at $40,907. 


CONFERENCE RATES—The Pacific Coast 
River Plate Brazil Conference announced 
that effective July 1, base rate on lumber 
(hemlock and rough spruce) will be increased 
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to $22 per 1000 feet from $20. Lumber rates 
to outports will be increased $2 to $4. 


DOUGLAS FIR—Locally business has been 
pretty good, but demand and prices have 
softened, due to war conditions. Plenty of 
lumber is coming in, as ship space is much 
more readily obtained. 


Minneapolis, Minn. 


RETAIL—At 406 retail yards in the ninth 
Federal Reserve district, 7,587,000 feet of 
lumber was sold last April, as compared with 
4,616,000 feet last March; and 7,535,000 feet 
in April, 1939. At 385 yards, stocks April 30 
totaled 73,248,000 feet, as compared with 
72,502,000 feet March 31, and 72,728,000 April 
30, 1939. Total sales of all materials at 406 
yards last April amounted to $1,180,140, as 
compared with $814,200 in March and $1,092,- 
660 in April last year. 


NORTHERN PINE—Mill stocks still con- 
siderably depleted, are now rapidly being 
built up, with all the large mills in the Head 
of the Lakes area in operation. Rural yards 
continue to be the chief consumers, and de- 
mand from that source is fairly heavy, with 
speedy shipment of mixed material often 
specified. Country yards report increased 
business as the season advances, while yards 
in the larger cities are continuing to supply 
an increased demand for material for small 
residential building. Prices remain firm, 
with slight advances being made here and 
there where material is in short supply. 


NORTHERN WHITE CEDAR—Posts are 
moving freely to retail yards, with the 7-foot 
length in most demand. Rural telephone and 
power line projects are taking a considerable 
quantity of short poles. 


MILLWORK—Some of the Mississippi Val- 
ley sash and door factories report hiring 
more men to meet the growing demand for 
material for new homes. Others, however, 
report less activity than they expected at 
this season. Prices are firm. 


Kansas City, Mo. 


SOUTHWESTERN TRADE—The European 
war is influencing real estate developers and 
contractors to proceed with caution, and 
line yards and country operators are buying 
sparingly. There has been no let-up in resi- 
dential construction in this area and pros- 
pects for another big year are good. Sev- 
eral large training camps will be established 
by the Government in the Southwest, and 
will use much southern lumber. Several op- 
erators raised their price lists as much as 5 
percent on the average. This was not gen- 
eral, however. There is a fairly good back- 
log of business, but it is being whittled down 
gradually as shipments and production step 
up. 

RETAIL—tThe ‘Federal Reserve bank of 
Kansas City reported that sales of lumber 
in April were 10.9 percent larger than in the 
preceding month, but dipped 3.1 percent from 
the same 1939 period. Inventories declined 
0.7 percent from March, and were 5.1 percent 
smaller than those of a year ago. For the 
first four months of 1940, total sales were 
12 percent less than those of a year ago, the 
bank said in its summary of reports from 
150 yards in the seven States it serves. 


SOUTHERN PINE—The market, partic- 
ularly on mixed cars, continues to hold firm. 
The straight car market is not quite as 
strong, and reductions have taken place on 
surplus items. Retailers’ requests for im- 
mediate shipment of mixed. cars have caused 
considerable difficulty to mills. Assortments 
are not so large. No. 2 boards are more 
plentiful, but there is a scarcity of No. 1 
and B&better inch items, 1-inch No. 3 items 
and a few items of dimension. 


HARDWOOD—Operators continue to sell 
more than their production. Price lists are 
steady. The furniture industry has not been 
inclined to make commitments. Flooring 
manufacturers have been buying liberally. 


WESTERN PINE—Unfilled orders at mills 
continue to accumulate. Although their 
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stocks are fairly large, assortments are not 
so good, and shipments are slow because 
the cut lumber is not sufficiently dry. De- 
mand for factory grades is satisfactory. 
Price lists are steady, and a few items are 
quoted at a premium. 


OAK FLOORING—Recent advances of up- 
ward to $1 continue to hold. It is difficult 
to obtain select and clear grades in 2- and 
3-foot lengths. 


SHINGLES—Price reductions by smaller 
mills in the last month or so uncovered a 
lot of business. The larger mills have not 
joined in these. 


Birmingham, Ala. 


SOUTHERN PINE—Because of war dan- 
gers, builders are becoming cautious. Re- 
tailers are buying actual needs, and demand 
in general has slowed down. Industrial buy- 
ing is in small lots. Production is at peak, 
with logging active. Shipments move double 
quick, as shippers fear a car shortage may 
result from defense activities, and truck lines 
are increasing facilities. Southern pine 
prices are firm, and uppers show some ten- 
dency to rise to nearer their proper value 


in relation to lowers. Calls are mainly for ~ 


lower grades. Widest range of values is in 
No. 3; 2x4-inch and wider S4S is $10@16, the 
upper range being obtained by mills whose 
dimension is reworked into sheathing. No. 
3, 1x4-inch flooring is sold at $10@18; drop 
siding, $10@16. Boards, 1x6-inch and wider, 
S2S or S4S, as well as S2S&CM and shiplap, 
sheathing, sub-flooring and roof decking, 
bring asked prices. For good sheathing, $15 
is low, but extra good stock will secure 
$19@21. For all No. 2 items there are heavy 
order files, and these generally are short at 
the mills. Principal demand is for drop sid- 
ing, S4S kiln dried boards for cheap casing, 
base and trim. 


Shreveport, La. 


SOUTHERN PINE—The pine market is de- 
cidedly quiet. Demand has fallen off so 
sharply that some of the mills are offering 
concessions that average about a dollar. 
Business has dropped off more in the South 
than in the North. There is not much lumber 
available in shipping condition, and though 
dealers are not buying very much, mill stocks 
are not increasing to any extent. Excessive 
and long continued rains are making it diffi- 
cult to log the mills. 


HARDWOODS—Though the domestic mar- 
ket has been rather slow, many mills are 
finding it difficult to get out orders, because 
almost continuous rain has hindered logging, 
shipping and manufacturing. Notwithstand- 
ing rather light demand, mill stocks have not 
increased any, English importers having 
been taking all the American oak they can 
get bottoms for. There has been practically 
no change in the price situation. 


Houston, Tex. 


SOUTHERN PINE—The market has lost 
some of its push. War talk has slowed down 
house building; it has held up some indus- 
trial projects and speeded others. Prices, 
however, remain firm. Demand for dimen- 
Sion, particularly No. 2, is strong, as the Eng- 
lish Government is constantly buying this 
item in small quantities. Demand for tim- 
bers, for export and for creosoting purposes, 
continues strong, with prices holding firm. 
Longleaf 30 cube average sawn timbers sell 
at $65@67, port, with other items in propor- 
tion. Some railroad items are being pur- 
chased for maintenance of way, and 14x14- 
Inch, 14-foot dense square edge and round 
caps are selling at $50@54, mill, with 8x16- 
inch, 28-foot stringers bringing $60@65, mill. 
Many items of yard stock are getting scarce, 
particularly No. 2 boards, 1x6-inch; No. 2 
dimension, 2x4-, 2x6-, and 2x8-inch; also 1x8- 
inch No. 8 shiplap, with supplies of many 
other items of No. 3 far below normal. 


HARDWOODS—The market is maintaining 
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all its strength, with more items becoming 
scarce, and prices firm to advancing. Oak 
flooring is in low supply, and holding recent 
advances. 


SHINGLES AND LATH—Shingles con- 
tinue dull, and tend to decline. Lath are 
very strong; prices are unchanged but prob- 
ably will advance. 


Spokane, Wash. 


INLAND EMPIRE PINES—Demand is 
spotted and uncertain. Some mills are suf- 
fering from low order files, but others find 
enough orders sifting in to keep them busy. 
Stocks are rounding out with new lumber, so 


59 


that assortments are complete. The above 
applies mainly to the Ponderosa mills. De- 
mand for Idaho white pine remains good, 
with prices firm. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Buying for do- 
mestic consumption has speeded up, with 
residential building responsible for the bulk 
of orders. Box and crate manufacturers, with 
overseas shipments creating a heavy demand 
for containers, have been taking large quan- 
tities of lower grades. Prices have contin- 
ued unchanged. Production has been stepped 
up but slightly, so that shipments are still 
running substantially ahead of output. 


OAK FLOORING —Sales have declined 
somewhat from recent high levels, yet prices 
generally are up about $1, with many stand- 
ard 24-inch items still heavily oversold. The 
Government’s defense operations are ex- 
pected to provide the outlet for a larger 
footage. 








of seasoned wood. 
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Good Housekeeping Helps 
Eliminate Lyctus Beetles 


There are two primary considerations required in the prevention and 
control of powder post beetles in lumber. The first of these is good 
housekeeping, and the second is chemical treatment of the lumber. 

In good housekeeping, periodic inspection of lumber yards and store- 
houses for first signs of infestation is essential. Stored lumber which 
has not been treated must be carefully watched and all debris destroyed 
to eliminate insect breeding. If infested lumber is found, it must be 
chemically treated or destroyed —the oldest stock being moved first. 

For chemical treatment, Permasan (formerly Monsanto Permatol A) 
has been indicated by laboratory tests to be effective in killing the 
“live worms” in infested wood, as well as preventing new infestation 


For information regarding your specific problem, inquire: MONSANTO 
CHEMICAL COMPANY, St. Louis, U. S. A. 
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BRAND” 
OAK FLOORING 


WE DO NOT MAKE THE 
= MOST OAK FLOORING 
BUT WE DO _" THE BEST 




























CCarifito 


CAREFULLY SELECTED LUMBER 
~PROPERLY KILN DRIED-- 
~-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W.R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 


GILLIES BROS. Ltd., 


Braeside, Ontario, Canada 
Manufacturers of 
(PINUS 


GENUINE WHITE PINE “'Strosus) 


for nearly 100 years. Capacity 30,000,000 ft. 
annually. Members N.W.L.D. Association. 
DRY STOCK—ROUGH OR DRESSED 


PROMPT SHIPMENT 








































MAPLE FLOORING 
ee MENA ee 
‘| BROWN DIMENSION CO. 


» MANISTIQUE, MICHIGAN | 
























Ask Your Wholesaler 
for “ALGER” BRAND 


LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 


COLONIAL CEDAR COMPANY 


2501 Northlake Ave., Seattle, Wash. 


ar SHAKES 


Cedar 
“Totem,” Hand-Split -- “Fitite,” Processed 





















WHITE PINE [t— 


Al so California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—4i East 42d St. 





PITTSBURGH, PA. 
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Boston, Mass., June 10.—Business at the 
yards is spotty, some dealers in the larger cen- 
ters being very busy, while rural yards appear 
to be moving very little. At wholesale offices, 
particularly those handling water shipments 
from the West Coast and spruce from the East, 
business has been almost at a standstill, for 
few distributors have any ship space available 
before September in the intercoastal fir and 
hemlock trade, while shippers of eastern spruce 
have full order files, with very little random 
timber or boards on the mill yards in Maine, 
and practically nothing in pile at the Provincial 
mills that is not earmarked for shipment over- 
seas on orders from the Allied war office. Re- 
ceipts of fir and hemlock at Boston by water 
for the first ten days in June total 6,829,789 
feet, and compare with 5,964,402 feet in the 
full month of May. 

Naturally the absorbing topic of interest in 
New England lumber circles is the bidding, 
to close July 1, on 500,000,000 feet of salvage 
pine. If no sales are made, Director Campbell, 
of the Log Salvage Administration, may create 
a selling organization. To avoid adding to 
stock of cut lumber, the Administration has 
planned a sale of the 255,000,000 feet of logs 
held in storage ponds, in the hope that oper- 
ators may be encouraged to avoid cutting fresh 
logs next winter. 


WEST COAST WOODS—Deliveries by 
water in May tallied 5,964,402 feet, and com- 
pare with the average for May in the pre- 
vious ten years of 8,952,562 feet. For the 
first five months of the year, the total is 
40,765,771 feet and compares with the aver- 
age for that period in the previous ten years 
of 42,928,382 feet. Though the price posi- 
tion at the mills is definitely easier, all avail- 
able ship space through August has been 
taken up, though some space is being filled 
with transit lots. At the lumber terminal, 
there is scarcely a million feet in storage, 
mostly dimension sizes, with practically no 
unsold lots of No. 2 boards and very few 3’s. 
Boston offices report few sales in the past 
four weeks calling for direct mill shipment, 
due to scarcity of ship space. The c.i.f. dis- 
count from page 18 of West Coast List 33 has 
clearly moved up to a range of $5@6 to re- 
duce the cost to dealers by 75 cents to $1 
within the month. This applies to dimen- 
sion sizes in either fir or hemlock. Boards 
are still scarce and steady at $29.50@30 for 
spot lots of No. 2, up to $31.50@32 for mill 
shipment lots. No. 3 are offered at a range 
of $27.50@28.50. The Conference vessel rate 
stands at $16, but new ships added to the 
run demand a premium rate above that figure. 


EASTERN SPRUCE—There is neither buy- 
ing or selling pressure at the moment as the 
Maine mills proceed to clear their order files 
from their fresh log supplies, and the Pro- 
vincial mills work feverishly to fill available 
ships with timber and boards ordered by the 
Allied Timber Control Office. Dimension lots 
delivered at Boston rate points by rail, 2x3-, 
4- and 5-inch, also 3x4- and 4x4-inch, are 
steady at $35, with the 2x10- and 12-inch at 
$42@43. Small cargoes from Canadian mills, 
when available, are firm at $38@38.50. Dry 
boards are well sold up and firm at $35@36 
for the 1x4- and 5-inch, and up to $43 for 
10- and 12-inch. Bundled 2- and 3-inch 
furring from the larger mills is held at 
$32 @33. 


FASTERN HARDWOODS—Current sales of 
maple, birch and beech are not large but 
manufacturers, by reason of depleted stocks 
of logs, hold prices in firm position, and 
at least one large producer has added $5 to 
many items. Birch 4/ and 5/4 has moved 
to parity with maple at $90 and $95, respec- 
tively. Maple 2-inch at $105; is $5 above 
birch. There have been few if any sales 
of 2-inch to heel shops, but a surge of new 
business is coming from furniture factories. 


PINE BOXBOARDS—Box shops are buying 
freely of inch round edge, of which there is 
no embarrassing surplus at mills. Wide and 
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straight boards sell as high at $15 f.o.b. mill 
yard, and range down to $11 for poorer lots. 
There is pressure to sell square edge as regu- 
lar operators, in salvaging their blown down 
logs, accumulated an excessive supply, and 
the holdings of the government are yet to 
find a market. Sales of No. 4 inch are noted 
as low as $22, and up to $28; and of No. 3 
common at $30@34, f.o.b. shipping point. 


LATH AND SHINGLES—Spruce lath have 
sold freely to the yards at $3.56@3.80 for the 
1%-inch, and $4@4.15 for the 15%-inch. The 
supply is ample. Eastern white cedar shingles 
are also active and well sold up, with the 
standard brands at: Extras $4.25@4.30 per 
square; clears, $3.75@3.85, .and 2nd clears 
and clear walls, $2.90@3. West Coast red 
cedars are active, but pressure to sell at 
the mill end brings a wide and unsettled 
price range, with 18-inch No. 1 Perfections 
delivered at New England rail points at 
$4.45@4.60, and 16-inch 5X No. 1 at $4.10@ 
4.25, No. 2 at $3.40@3.55, and No. 3 at 
$2.85@2.95. Spot stocks of waterborne 
shingles are low. 


Horace B. Shepard, head of the Shepard & 
Morse Lumber Co., Boston, now in his 86th 
year, underwent an operation at a local hospital 
on Tuesday, June 4, to remove an eye cataract. 
One week later he was resting comfortably and 
the operation was pronounced a complete suc- 
cess. 

The Bailey & Delano Lumber Co., of Boston, 
has moved its offices to much larger quarters 
in suite 1313 in the Atlantic Bank Building, 
100 Milk street. Mr. Bailey is president of 
New England Wholesale Lumber Association, 
which he represented at the forty-eighth annual 
convention of National-American Wholesale 
Lumber Association, at Rye, N. Y., and is 
planning a week-end trip to his fishing camp in 
northern Maine, to return June 18. l'arnham 
W. Smith, manager of the Boston office of 
Blanchard Lumber Co., returns also June 18 
from a two weeks fishing trip at a lake location 
only a few miles from the Bailey camp. 


Benjamin James, who with his brother Dean 
James constitute the James Lumber Co., whole- 
saler at 88 Broad Street, Boston, is president 
of the Y-D (Yankee Division) Club and has 
taken part in a full week of activities marking 
the 21st national convention of the Yankee 
Division, which reached a climax on Sunday, 
June 9. Mr. James wears a number of deco- 
rations from the United States and foreign war 
offices for heroic acts at the front during 
World War No. 1. 


Norfolk, Va. 


NORTH CAROLINA PINE —While some 
lumber is being bought, demand has not 
been anywhere near the May level, and 
heavy shipments have reduced order files. 
Mill stocks are broken and it is often diffi- 
cult to fill mixed-car orders. A rather large 
volume of small framing and boards is to be 
bought by the Federal Government and also 
by private’ interests. The demand for 
B&better in mixed cars and_ truckloads, 
rough and dressed, has been better and prices 
have hardened, even with small mills having 
kiln drying facilities. Box manufacturers 
have not been buying very much lumber, but 
retail yards are buying more rough stock 
box, air or kiln dried. Very few mills to- 
day are making edge and stock widths in 
box or other grades, practically all cutting 
stock widths only. There has been a fair, 
but not active, demand for mixed cars of 
small dressed framing, mostly for imme- 
diate shipment. Prices on framing are 
strong, and it is hard to buy 18- and 20-foot 
lengths at any price. Recently demand for 
boards and rough framing for water ship- 
ment to the North and East slackened up. 
Demand for air dried roofers and mixed cars 
of air dried No. 2 common and better stock 
widths, worked for sheathing, has been a 
little better and sufficient to keep. prices 
stabilized. Georgia Main Line mills quote 
$13.50 for 4-inch; $17 for 6-, 8- and 10-inch, 
and $17.50 for 12-inch. 
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Baltimore, Md. 


NORTH CAROLINA PINE—Inquiry is much 
better, and some mills have been able to re- 
duce stocks, so are less disposed to make con- 
Heavy rains in producing areas 
check production. Box makers continue busy. 





cessions. 


LONGLEAF PINE—Production is taken up 
quite readily, and demand is on the increase. 
Activities that call for the larger sizes are 
on a broader scale. 


CYPRESS—tThe call for cypress continues 
fair. Sash and door factories are buying 
well. With offerings not excessive, the list 
is firm. 


WEST COAST WOODS—The market has 
become somewhat more active, with more 
vessel space available and producers enabled 
to make larger shipments. 





HARDWOODS—Demand shows gradual ex- 
pansion. Prices have remained much the 
same, but are stiffening. Some shippers re- 
ceive an impressive number of foreign in- 
quiries, but find that searcity of tonnage 
and restrictive measures hamper shipping. 


Buffalo, N. Y. 


The lumber trade shows some improvement 
this month, though the war news has had 
some tendency to slow up buying. A. good 
volume of house building is being started in 


the suburbs, though operations are not as- 


active as in some recent years. 


HARDWOODS — Demand continues slow, 
with little buying ahead being undertaken 
by consumers. May business at some of the 
yards showed an increase over April. Prices 
have not shown much change in recent 
weeks. 


WESTERN PINES—Demand is said to be 
a little more active, as improved building 
is requiring replenishing of retail stocks. 
Dealers look for a better call for low-grade 
lumber within a short time. Nos. 4, 5 and 6 
common Ponderosa strips have shown a de- 
cline lately. Sugar pine prices are about 
steady, with demand fair. 


NORTHERN PINE—The market is fairly 
active, with occasional concessions being 
made in prices. Canadian offerings are not 
heavy, as the producers say they are able 
to get better prices at home. Sales of crat- 
ing stocks are expected to increase soon. 





Seattle, Wash. 


WEST COAST WOODS—RAIL—Prices are 
$1 to $2 lower, but lower grade common is 
firm. Mills are well stocked for a normal 
market. Current buying is for immediate 
shipment, 


INTERCOASTAL—The European situation 
is adversely affecting Atlantic coast buying. 
Eastern prices are weak, but mill prices are 
fairly steady, there being quite a spread be- 
tween f.a.s. and c.if. quotations. Ship space 
is still hard to obtain, but demand for it is 
smaller. Mill prices for Atlantic coast lum- 
ber are about 50 cents lower than they were 
three weeks ago; but east coast figures show 
a drop of as much as $1.50. 


CALIFORNIA—Demand is soft. Space is 
in surplus, and the rate has declined from a 
high of $8.50 to about $7. Delivered prices 
are off 50 cents to $1. 


SHINGLES—No. 2 XXXXX are in largest 
supply, while No. 1 Royals have been over- 
sold. Production is curtailed. Prices are 
practically unchanged. 





EXPORT—Japan is placing a few small 
orders. North China is making a few in- 
quiries, but Hongkong is inactive. United 
Kingdom has inquired about large quantities 
of clears it can not get from Canada. South 
Africa is somewhat interested, but space is 
very searce. Both coasts of South America 
are buying a little; space to the east coast 
IS scaree, 


|.OGS—Inventory of most items is high, 
but woods operations are being curtailed as 
summer fire danger increases. Fir prices are 
unchanged; hemlock brings $13; shingle ce- 
dar logs, $14@15; and lumber logs, $28@30. 
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Agricultural Specialist Tells of 
Advance by Research 


ATLANTA, GA., June 12.—Parasites and dis- 
ease affecting the nation’s forest reserves are 
being steadily brought under control by chemi- 
cal research, L. F. Livingston, Du Pont Com- 
pany agricultural specialist, told the American 
forestry Association in a recent address. Liv- 
ingston said that chemists, pathologists and 
entomologists have devoted painstaking research 
toward a defense. Billions c' cubic feet of 
treated lumber in use today at est the success 
of their efforts. 

“They have learned,” said Mr. Livingston, 
“that decay is due not to fermentation of the 
sap, as was once supposed, but to attacks of 
living organisms. Having obtained a knowl- 
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edge of the cause, it was possible to effect a 
cure: chemicais which poison tne ration of 
the invaders and send them elsewhere in search 
of food.” In addition to decay, he added, 
chemists have evolved means to retard blue 
stain, checking, shrinking, loss by fire and 
other factors in the lumberman’s ledger. 

Du Pont chemists, he revealed, are devoting 
considerable attention to the problems of wood 
research. Among their more recent develop- 
ments have been chromated zinc chloride as an 
improved preservative, crystal urea for reducing 
seasoning checks and an improved control of 
blue stain. 

Livingston now heads the Du Pont Com- 
pany’s Agricultural Extension Division. He is 
a director of the American Forestry Associa- 
tion, a former president of the American So- 
ciety of Agricultural Engineers and active in 
the affairs of the Farm Chemurgic Council. 





Drying both hardwoods and soft- 
woods, Moore Cross-Circulation Kilns 
have demonstrated their ability to 
season lumber at lowest cost per M 
feet to desired moisture content. 


By utilizing low temperatures, fast 
reversible cross-circulation, scientifi- 
cally controlled drying elements, this 
modern drying system has enabled 





If you are interested in kiln drying 
and would like to be placed on our 
mailing list, send us your name and 
the name of the firm with which you 
are connected. 





Ozan Lumber Co. operates Moore Cross-Circulation Kilns at both Prescott and 
Delight, Ark. plants for seasoning high quality Arkansas Shortleaf Pine. 


““Seasoned with 

Moore Cross-Circulation Kilns” 
Means Straight Clear Lumber of 
Uniform M.C., Dried At Low Cost 





lumber and woodworking manufac- 
turers to reduce the cost of drying, 
yet produce high quality seasoning. 


More than 1800 Moore Cross- 
Circulation Kilns are now in success- 
ful operation, making money for their 
owners. It will pay you to investigate 
the advantages of this modern drying 
system. Write today—no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers ef Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B.C. 
NORTH PORTLAND, ORE. 





INTERNAL 








Amemecanfiumberman 





YARD, MILL 





Newsy Notes of Persons and Places 


and OFFICE 








Carl F. Geyer, commission lumberman in 
Baltimore, Md., has moved his office from 2 
East 25th Street to 114 West 25th Street. 


Clifford Brady has joined the sales staff of 
Palburn, Inc., Buffalo, N. Y., and will travel 
in western New York. He is the son of the 
late Andrew J. Brady who was associated with 
the company for many years. 


William Griesmer, president of the Hamilton 
(Ohio) Lumber Co., has been appointed to the 
executive committee of the Chamber of Com- 
merce in his city. He has been active in the 
reorganization of the new chamber. 


Among visitors to lumber offices in Baltimore, 
Md., this month have been L. O. Taylor, man- 
ager of the Shevlin Pine Sales Co., Minne- 
apolis, and D. R. Meredith of D. R. Meredith 
Lumber, Inc., New York City. 


Carl W. Bahr, general manager of the Cali- 
fornia Redwood Distributors, Ltd., Chicago, and 
W. E. Rutledge, New York City, district sales 
manager for the eastern coast, spent several 
days in Baltimore, Md., last week. 


A. S. Hanese, for thirty-five years an em- 
ployee of the Bagdad Land & Lumber Co., 
Pensacola, Fla., and before that connected with 
the Stearns & Culver Lumber Co., in Luding- 
ton, Mich., has retired, and will make his home 
in Bagdad. 


J. H. O’Hara, president of the O’Hara-Quin- 
lan Lumber Co., Detroit, broke his leg while 
on a fishing trip in Alaska and is reported 
to have crawled three miles to reach his boat 
after the mishap. He was taken to a hospital 
at Ketchikan, Alaska. 


Joe W. Stamps, for the past eighteen months 
assistant secretary of the New Orleans Lum- 
bermen’s Club, has resigned that position to 
enter the lumber commission field. He will 
open an office in the Pere Marquette Building, 
New Orleans, between June 15 and July 1. 


The Spiegelberg Lumber & Building Co., 
Laramie, Wyo., has been awarded the contract 
to construct curbing, sidewalks and a garage at 
the site of the new Carbon county courthouse in 
Rawlins, Wyo., which it has just completed. 
The lumber firm also constructed the city hall 
in Rawlins. 


William R. Paddock, for the past three years 
chief of the fire control at the Atlanta, Ga., 
office of the U. S. Forest Service, has been 
named supervisor of the Kitsatchie National 


+ EXTRA INCOME per day 
Can be YOURS Mr. Dealer .. .. 


¥% Records show many h en—carpen- 
ters—contractors—painters — yam my ‘and others, 
are paying dealers as much as $9.22 extra income per 
day for sander rental service and finishing supplies. 


Watch Profits Grow with the New Lincoln 
Streamlined SPEED-O-LITE! 


It is definitely proved that every lumber 
dealer needs a rental sander to generate extra 
sales on finishing supplies, in ad- 
dition to ce $3 to $5 daily 
in conta fees. 





















You, too, can make 
MORE MONEY by installing the 
new Streamlined Lincoln Speed-0- 
Lite sander. Best of all—our lib- 
eral terms enable you to invest in 
this profit making equipment, ac- 
tually own it out of only 
of your profits. 

Write 


A SCHLUETER 
a ‘ RMA . —. . i 


World’s Mfr. of Most Complete Line of Floor Maintenance Equip’t 


Forest, in Louisiana. He succeeds Phil H. 
Bryan, who was transferred to Arkansas. The 
change was effective June 1. 


Wirt Barnes, manager of the Fullerton Lum- 
ber Co. in Villisca, Iowa, is on a three-months’ 
leave of absence. He and Mrs. Barnes plan to 
spend most of the tinre in the North where it 
is hoped he will regain his health. Their son, 
Kenneth, manager of the Fullerton yard at 
Griswold, will manage both businesses during 
his father’s absence. 





Miniature Rooms Draw Crowds 
of World Fair Visitors 


Acclaimed by thousands of visitors at the 
New York World’s Fair in 1939, the Marlite 
exhibit of miniature room models is again at- 
tracting crowds this year. The three minia- 





ture rooms are sponsored by Marsh Wall Prod- 
ucts, Inc., Dover, Ohio. 

The majority of those who inspect the exhibit 
are prospects for homes, which seems to indi- 
cate that building and remodeling sales will be 


good throughout the coming months. Designed 
on a scale of one-third actual size, the kitchen, 
bathroom and living room are complete to the 
most minute details. The accompanying picture 
shows a visitor viewing the kitchen. 





Among members of the lumber industry who 
visited Buffalo, N. Y., recently were: L. O. 
Taylor, general sales manager of Shevlin Pine 
Sales Co., Minneapolis; George T. Gerlinger, 
president Willamette Valley Lumber Co., Dal- 
las, Ore., and H. H. Thompson, lumberman of 
Houston, Tex. Mr. Thompson went East to 
attend the reunion of the class of 1905 at Cor- 
nell University in Ithaca, N. Y. 


Barbara Jean Harbaugh, daughter of Mr. and 
Mrs. Harold C. Harbaugh, St. Charles, IIl., 
graduated from the University of Missouri with 
an A. B. degree, June 4. Her major was sociol- 
ogy. Two years ago Miss Harbaugh gradu- 
ated from Christian College. She returned to 
St. Charles with her parents who attended the 
graduation exercises. Her father is proprietor 
of the H. C. Harbaugh Lumber Co. 


John C. Hays who is in charge of the New 
York office of the Richard P. Baer & Co., of 
Baltimore, Md., has returned after a visit to 
the company’s mill at Bogalusa, La., where he 
spent some time watching the manufacture of 
hardwood and yellow pine lumber, and also 
seeing the dry kilns and planing mill in opera- 
tion. During his stay at Bogalusa, Mr. Hays 
was the guest of M. S. Baer, Jr., who is man- 
ager of the plant. 
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Recent visitors to California included: A. E. 
McIntosh, president West Oregon Lumber Co,, 
Portland; J. F. Seaman, Oeser Cedar Co, 
Bellingham, Wash. ; Robert Dant, manager Dant 
& Russell (Inc.), mill at Redmond, Ore.; A. M. 
Sparling, field engineer Pacific Coast Shingle 
Inspection Bureau (Inc.), Seattle; C. E. Price, 
sales manager Clark & Wilson Lumber Co., 
Portland, and George J. Osgood of Henry Mc- 
Cleary Timber Co., McCleary, Wash. 


Richard P. Baer, II, who is to be manager 
of the single band sawmill being erected at 
Creswell, N. C., for the Magazine Lumber Co. 
of Baltimore, Md., was in the latter city this 
week. He said the new plant will be in opera- 
tion in about two weeks, and will turn out 
around 25,000 feet of hardwoods daily. Mr. 
Baer made the trip to Baltimore to act as 
best man at the wedding of his assistant, Fred- 
erick M. Barron, and Miss Catherine Linthicum. 





NORTHWEST PASSAGES 


Gilbert A. Waite, purchasing agent for the 
North Western Woodenware Co.., Tacoma, 
Wash., has been elected president of the Wash- 
ington Reserve Officers Association. He is 
a lieutenant in the United States Army, Or- 
ganized Reserves. 


William G. Reed, prominent Shelton, Wash., 
lumberman, was elected national committeeman 
from Washington at the recent State Republican 
convention held in Tacoma. He is the son of 
the late Mark Reed, also a prominent Shelton 
lumberman, who for many years was an out- 
standing figure in the Republican party in the 
State. 


L. B. Macdonald, president of the Builders 
Lumber & Millwork Co., Tacoma, Wash., was 
a member of the committee in charge of the 
recent 50th anniversary celebration of the Ta- 
coma, Wash., Elks lodge. 


Norman G. Jacobson, of Tacoma, Wash., 
forester for the St. Paul & Tacoma Lumber 
Co., is a member of the coordinating committee 
in charge of the short course on public relations 
to be offered for executives and men interested 
in public relations work at the University of 
Washington in Seattle from July 8 to 19. 


Cecil Cavanaugh, manager of the Cavanaugh 
Lumber Co., Tacoma, Wash., has returned to 
that city following a two-weeks’ vacation trip 
to southern California resorts with Mrs. Cava- 
naugh. 

Corydon Wagner, vice president and ee 
of the St. Paul & Tacoma Lumber Co., 
Tacoma, Wash., spoke before the ‘en 
Wash., Chamber of Commerce June 3 on “Pro- 
tecting Our Forests From Fires.” 


Philip Garland, Tacoma, Wash., vice presi- 
dent and general manager of the Oregon-Wash- 
ington Plywood Co., placed well up with the 
winners in the recent Pacific Coast Contract 
Bridge League championships in San Francisco. 
With his partner, he was fifth among the East- 
West players for the mayor’s cup and finished 
third in the Hollywood championship event. 





RETAIL YARD CHANGES 


Lamar, Coto.—Louis Huettl of Fowler, Colo., 
has been ‘appointed manager of the Rock Island 
Lumber Co. to succeed Floyd Kesterton who 
will be associated with the Independent Lum- 
ber Co. at Grand Junction, Colo. 


Linp, WasH.—N. J. Hove has been appeiies 
manager of Potlatch Yards, Inc., to succeed A 
A. Beyersdorf who has been transferred. Mr. 
Hove has been with the company at Cheney, 
Wash., for approximately four years. 


DuBois, Nesr.—W. J. Lutz, manager of the 
A. L. Scott Lumber Co., has resigned from 
his position and will leave July 1 with Mrs. 
Lutz for Long Beach, Calif. Mr. Davis, of 
Oklahoma City, Okla., will be his successor. 
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MipLanb, MicuH.—Brown Lumber Co. has 
announced the appointment of Wm. Eyre as 
manager. Mr. Eyre will replace Matt Green- 
berg who is returning to his former business of 
wholesaling lumber. 


Wray, Coto.—C. A. Larimer has been ap- 
pointed manager of the Standard Lumber Co. 
here to succeed Ray Hildreth. Mr. Larimer has 
had some twenty years experience in the lumber 
business. 

TayLor, TeEx.—Allan Hamilton, former Bal- 
linger, Tex., resident, has been appointed assist- 
ant manager of Wm. Cameron & Co., Inc., it 
has been announced by Henry Holubec. 


MontTEezuMA, INp.—Ellis Jehr is the new 
manager of the Montezuma Lumber Co., it has 
been announced. He is succeeding William Mc- 
Cord, who will retire. 


MonaHANS, TEex.—E. E. Watt has been ap- 
pointed manager of Burton-Lingo Co. here. He 
succeeds Herbert Hudler, who has been trans- 
ferred to San Angelo, Tex. 


MoNAHANS, TEX.—Morris Whitworth has 
assumed the management of the Acme Lumber 
Co. of Okla. to succeed Eugene Cook, who has 
been transferred to Denver City. Mr. Whit- 
worth has been with the company for five 
years. 

GriswoLp, IowA.—Kenneth Barnes, who has 
been manager of the Fullerton Lumber Co. here 


has been transferred to their yard at Villisca, - 


Iowa. He is succeeded by Gerald Hass. 


BENAVIDES, TEX.—R. T. Jagers is the new 
manager of the Alamo Lumber Co. here. Raul 
Palacios, former manager, will devote his full 
time to outside sales. 


LorENzo, Tex.—Percy Eason has been ap- 
pointed manager of Higginbotham-Bartlett Co. 
to succeed L. E. Bartlett who has been trans- 
ferred to Ralls, Tex. 


BEEVILLE, Tex.—E. C. Whitaker, who has 
been assistant manager of the John F. Grant 
Lumber Co., Inc., has been transferred to 
Brownsville, Tex., where he will be manager 
of the yard there. 


Goose CrEEK, TExX.—Jack Lipscomb has been 
appointed manager of the Temple Lumber Co. 
yard to succeed E. W. Rubush. Mr. Lipscomb 
has been with the company for about four years. 








Lumberman Honored on Seventy- 
fifth Anniversary 


E. A. Frederickson of Madison, Wis., sales- 
man for Edward Hines Lumber Co., was sig- 
nally honored on his seventy-fifth birthday by 
seventy-five customers in southern Wisconsin, 
Rockford, Ill., and Minneapolis, Minn. The 
occasion commemorated fifty years as an active 
lumberman. Mr. Frederickson was presented 
with a book bound with an inlaid wood cover. 
Inside were the names of the persons congratu- 
lating Mr. Frederickson, and a check. Presenta- 
tion was made at the Frederickson home by 
S. S. Solie of Janesville, Wis. Engraved on 
the cover were the following words: “Many 
Happy Returns of the Day to E. A. Frederick- 


son on His Seventy-fifth Anniversary, May 26, 
1940.” 





Lumber Company Executive Is 
Feted by Townsfolk 


SAGINAW, MIcH., June 10.—A civic dinner 
was given for George H. Boyd, chairman of the 
Saginaw Lumber Co. and one of Michigan’s 
best known lumbermen, on May 23. More than 
400 business associates, friends and neighbors of 
Mr. Boyd attended the event and lauded his 
exemplary accomplishments in the city. It is 
not recalled that people of this city have ever 
elore given such a demonstration of respect 
and affection for one of their citizens. 

Mr. Boyd has been one of Saginaw’s most 
active citizens. For over fourteen years, he was 
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president of the Community Chest. He served 
on the Board of Education for several years, 
part of the time as president. During his three 
years as head of the Board of Commerce, that 
organization financed and built a three-story 
building as its headquarters. Mr. Boyd was a 
member of the State Emergency Welfare Relief 
Commission; for the past ten years has been a 
director of the Michigan Children’s Aid So- 
ciety, and was a member of the Charter Com- 
mission which drew the present city charter 
and for the past five years has been on the 
council. 





285 Years of Service to Firm 
Earn Employees Awards 


LoncvieEw, WaAsH., June 8.—Service buttons 
representing 285 years of continuous employment 
were awarded by the Long-Bell Lumber Co. 
of this city during May, to 30 employees of the 
company’s Longview and Ryderwood woods’ 
division. Oldest employee honored was Harry 
F. Tisdale, who received a 25-year pin. 

Floyd H. Brown of the Long-Bell retail yard 
here, and W. A. Gill and C. A. Williams of the 
Longview plant received 15-year pins. Long- 
view employees receiving 10-year pins included 
C. M. Barber, Elmer Beach, Jr., Raymond D. 
Geiger, Vivian Kann, R. J. Horn and Bunzaburo 
Koyama. Five-year awards went to the follow- 
ing Longview employees: C. F. Ellsworth, 
Robert W. Clark, Harold Goertzen, Robert 
Growcock, Homer Heston, Bruce W. Mullins, 
Nicholas Noglich, W. H. Quick, S. J. Wingate 
and J. E. Thomas. 

At Ryderwood, 15-year pins went to A. C. 
Doll, H. D. Fulton, W. H. Hippi, Ira S. Tif- 
fany, and H. I. Heitzman; 10-years, Olaf 
Hokanson; five-years, Ralph DeBriae, Joe Ken- 
dall, W. D. Laughlin and W. E. Niemi. 





Lumber Company Purchases 
Additional Tract 


PiscAH Forest, N. C., June 11—Carr Lum- 
ber Co. recently announced the purchase of a 
6,000-acre tract, whereby the concern had ac- 
quired approximately 15,000,000 feet of virgin 
timber. Purchase was made from the 
Morris-Taylor Lumber Co., Inc., of Asheville, 
N. C., and is an extension of the 17,000 acres 
which the Carr company purchased two years 
ago. 

The timber on the property is of high class 
hardwood type, and ties-in with the virgin 
tract the Carr Lumber Co. is now operating. 
This timber will be transported by truck to 
Lake Toxaway over the recently completed 
highway there, and then shipped via railroad 
to the plant at Pisgah Forest. The land lies 
in Oconee County, South Carolina. 

W. W. Croushorn, general manager, stated 
that acquisition of this additional tract would 
insure timber for four years of continuous 
operation, and as the company has rights on the 
previously purchased boundary, operation of the 
logging crews and processing plant is assured 
for the next 12° years without additional pur- 
chase. Mr. Croushorn also stated that the 
purchase: of the additional timber was for the 
purpose of continuing the supply. 

Operating at Pisgah Forest for the past 28 
years, the Carr Lumber Co. is one of the larger 
operating concerns of its type in the South. 
The first major tract to be cut over was the 
Biltmore estate, which is now Pisgah National 
Forest and game preserve. “Biltmore” flogring 
is one of the finer lines manufactured at the 
Pisgah Forest plant and enjoys wide distribu- 
tion. 

The company is headed by Louis Carr, who 
is now in charge of the major operations being 
carried on by the Southwest Lumber Co. in 
New Mexico. Mr. Carr was in active charge 
of the local plant until a few years ago when 
2 went West to take charge of the holdings 
there. 










HINGES 


The modern day hinge that has 
buying appeal; allows any treat- 
ment of decorating, reduces main- 
tenance costs, and eliminates acci- 
dents. Write for Dealer Proposi- 
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SOSS MANUFACTUR:NG CO. 
657 E. 1st Ave. ROSELLE, NEW JERSEY 


At every 
“CORNER” 
There’s Profit 
for You! 





Save valuable time on every Asbestos 
Siding job. Profit from using “KOKOMO 
KORNERS.” individual corner strips. Sim- 
plifies fitting at corners and along window 
and door frames, improves appearance, 
gives added protection. Made of oxidized 
zinc .. . will not stain. Lengths suitable 
for any Asbestos Siding Shingle. For com- 
plete details write 
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Richard Shipping Corp. 
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44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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THE BUSINESS RECORD 








New Mills and Equipment 


ARKANSAS. Ashdown—Arkansas Veneer Co., 
owned by Emmett Whitten and Lee Seibert, plans 
to start veneer production in about six weeks. 


LOUISIANA, Alexandria—Gulf States Lumber 
Co. (Inec.) is establishing a sawmill here, tor 
manufacture of pine. S. H. Hanville, who for- 
merly operated a sawmill in Asnland, Unio, is 
owner. #ntire output will be handled by Weaver 
Bros., of Sheveport, La. 

MISSISSIPPI. Moss Point—McIntosh Lumber 
Co. mill is being remodeled and enlarged to house 
Moss foint Manufacturing Co. (Inc.), which, es- 
tablished in 1934, has grown to be one of the 
largest ‘‘plug’’ mills in the South. 

NORTH CAROLINA. Halsey (P. O. at Creswell) 
—Richard P. Baer & Co, sawmill being erected here, 
will be completed and ready for operation about 
June 15, 

WASHINGTON. Wilbur—G, W. Emerson Lum- 
ber Co., formerly at Lincoln, is starting erection of 
a sawmill and box factory at Wilbur. 

CANADA. BRITISH COLUMBIA, Vancouver— 
Preliminary work has been started on a new 
sawmill for the W. Johnson Sash & Door Factory 
(Ltd.), 854 West 6th Avenue. The new plant will 


cost $25,000. 
New Ventures 


ARKANSAS. Arkadelphia—Hardman Lumber 
Co. opened by Bunn and Nunny Hardman, handling 
building and construction materials, 


CONNECTICUT. Glenbrook—Glenbrook Lumber 
Yard recently began a retail lumber business. 

ILLINOIS. Joliet—Roy H. Hendrickson & Son 
will open a lumber, coal and millwork supply busi- 
ness at 68 East Washington Street. 

INDIANA. Alexandria—Fuller Coal & Supply 
Co., 409 West Washington Street, recently opened. 

MINNESOTA. Minneapolis—Hiawatha Lumber 
Co., recently organized by J. F. Vettel and V. E. 
Gustafson, has opened a lumber _and building 
materials business at 3233 East Fortieth Street. 

MISSISSIPPI. Jackson—Acme Lumber Co., with 
yards and offices at 2920 North Mill Street, has 
opened a lumber and building supplies company. 

PENNSYLVANIA. Clearfield—Soult Lumber Co. 
recently began business, 

TEXAS. El Campo—Builders Supply Co. has 
opened, with H. EB, Sutton as manager. 

VIRGINIA. Salem—Saunders Lumber & Fuel 
Co. is engaging in general lumber and supply 
business here, 

WISCONSIN. Greenwood—Roessler Lumber Co. 
is erecting buildings here and will carry a com- 
plete line of lumber, cement and building supplies. 

Kewaunee—Cherney Lumber & Supply Co., or- 
ganized, and will handle a complete line of building 
materials and builders’ supplies. ao 

River Falls—M. S. Pitts & Sons are building a 
lumber shed and will carry a complete line of 
building materials, fuels and lumber. 





Business Changes 


ARIZONA. Flagstaff and Williams—Halstead 
Lumber Co. branch yards at these places sold to 
Hayward Lumber & Investment Co. of Los Angeles. 

CALIFORNIA, Blythe—Palo Verde Commercial 
Co. stock and business purchased by Hayward 
Lumber & Investment Co. 

Boyes Hot Springs—Boyes Springs Lumber Co. 
real estate, buildings, fixtures and stock purchased 
by Napa Lumber Co., Napa, Calif., parent organiza- 
tion of the Mission Lumber Co., Sonoma, and 
business will be conducted as the Boyes Lumber 
Yard, 

FLORIDA. Clewiston—Royal Lumber Co. suc- 
ceeded by Bishop-Wilson Lumber Co. 

GEORGIA. Fort Valley—Georgia Basket & Lum- 
ber Co. sold by Miss Ernestine Bledsoe to George 
Wheaton of Griffin. 

ILLINOIS. Arcola—P. J. Goggin Lumber Co., 
purchased by Arcola Lumber Co. 

INDIANA. Fort Wayne—Jacob Klett & Sons 
(Inc.) changed name to Klett Lumber & Supply 
Co. (Inc.). 

KENTUCKY. Harlan—E, P. Fletcher Lumber 
Co. succeeded here by Fletcher Lumber Co., with 
Bdward P. Fletcher and Edwin L. Kies proprietors. 

MARYLAND. Betterton—Turner & Son (Inc.) 
succeeded by Turner & Co. (Inc.). 

MICHIGAN. Capac—Leach Bros.. Lumber Yard 
succeeded by South Side Lumber Co. 

NEBRASKA, Arapahoe, Hendley, Holdrege, 
Loomis and Wilsonville—Perry Lumber Co. ot 
Holdrege succeeded by Perry Lumber Co. (Inc.). 

OHIO. Springfield—Springfield Builders Supply 
& Lumber Co. physical property purchased by 
Brain Lumber Co. 

OREGON. Port Orford—tTrans-Pacific Lumber 
Co, retail department succeeded by Coast Lumber 
Yards, 

TEXAS. Bastrop—Booth-Edwards Lumber Co. 
succeeded by A. N. Edwards Lumber Co. 

Flat—O. & C. Clawson succeeded by O. Clawson 
Lumber Co. 

Fort Worth—Turner & Inskeep Planing Mill 
succeeded by Inskeep Planing Mill. 











La Grange—H. F. Schubert Lumber Yard pur- 
chased by C,. V. Stierling. 


WISCONSIN. Glen Haven—Meuser Lumber Co. 
succeeded by Glen Haven Lumber Co. 

Madison—A. F. Krapfel succeeded by Vinson 
Krapfel; wholesale and commission lumber. 

Potosi—Meuser Lumber Co. succeeded here by 
Potosi Lumber Co.; Edward Berns, proprietor. 

Sheboygan—Sheboygan Woodcraft (Inc.) moved 
to Comstock Park, Mich., and changed name to 
Grand Rapids Woodcraft Corp. 

Soperton—Menominee Bay Shore Lumber Co., 
plant and personal property purchased by Soperton 
Lumber Co., a new company, incorporated by John 
V. Quinlan, R. C. Glas! and Joseph Burkart, all 


of Soperton. 
7 
Casualties 


ALABAMA, Andalusia—S & W Lumber Co. had 
sawmill, fuel house and boiler house destroyed by 
fire, with loss of $6,000, partially covered by insur- 
ance. The planing mill and stock of lumber were 
saved. The planing mill will continue to operate 
and the sawmill will be replaced at an early date. 


LOUISIANA. Winnfield—Thomas Lumber Co. 
planing mill and a loaded box car destroyed by 
fire, with damage estimated at $25,000, partly 
covered by insurance. 


OREGON. Eugene—E. E. Hyland sawmill and 
equipment destroyed by fire with loss estimated 
between $14,000 and $18,000. Plans for rebuilding 
are uncertain. Several carloads of cut lumber were 
saved. 

Marcola—Chester Vincent Lumber Co. sawmill 
destroyed by fire, with loss estimated at $35,000. 
About 500,000 board feet of lumber were saved. 


PENNSYLVANIA. Philadelphia—Ellwood Allen 
Lumber Co. yards at Trenton Avenue and Ann 
Street swept by fire, with damage estimated at 
$50,000. 

WASHINGTON. Dishman—Valley Box & Crate 
Co. suffered fire loss estimated at $10,000, covered 
by insurance. 

Issaquah—Issaquah Lumber Co. sawmill dam- 
aged by fire, with loss estimated at $10,000. Most 
of the lumber stored in the yard was saved. 
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Incorporations 


ILLINOIS. Waukegan—Sherry Lumber Co., 214 
Water Street; building materials. 

MICHIGAN. Detroit—Jo-Dewey Lumber (Co, 
(Inc.), 15495 Schaefer Road; will deal in builders’ 
supplies. 


_NEW YORK. Mexico—Ames Lumber Co. (Inc.); 
$50,000. Lumber products. 


TEXAS. Beaumont—Industrial Lumber & Piling 
Co.; $5,000. Offices will be in the Goodhue Build- 
+ the company will sell piling, ties and 
timber. 


VIRGINIA. Roanoke—Proffit-Lawson Lumber 
Corp.; $25,000; lumber and timberland business. 


CANADA. BRITISH COLUMBIA. Oyster Bay— 
yrant Bros. Logging Co. (Ltd.); $25,000. 

Vancouver—Crucil Logging Co. (Ltd.), 604 Ran- 
dall Building; $25,000. Timber merchants. 

Vancouver—Gulf Timber Co. (Ltd.), 1318 Stand- 
ard Bank Building; $250,000. Timber merchants. 





Hymeneal 


SANDERS-SIMPSON—-Miss Catherine Agnes 
Simpson, daughter of Mr. and Mrs. John 
Philip Simpson, of Tacoma, Wash., was mar- 
ried to Robert McLeod Sanders, son of Mr. 
and Mrs. George Sanders of Yelm, Wash., at 
St. Patrick’s Catholic church in Tacoma, June 
4. The bride’s father is vice president and 
manager of the Buffelen Lumber & Manu- 
facturing Co. Following a honeymoon trip 
to British Columbia, Mr. and Mrs. Sanders 
will make their home in Tacoma. Both Mr. 
and Mrs. Sanders attended Washington State 
College, where Mrs. Sanders was a member of 
Kappa Kappa Gamma sorority and Mr. San- 
a affiliated with Beta Theta Pi fra- 
ernity. 


SPROUT-COERPER—In Milwaukee, Wis., 
June 1, Miss Doris Coerper, daughter of Ray 
E. Coerper, vice president of the North Mil- 
waukee Lumber & Supply Co., was married 
to Noel Sprout of Hammond, Ind. The 
young couple are on a motor trip to the 
West coast after which they will go to Mun- 
ster, Ind., where the groom has built a 
charming English home for his bride. 


Company Improves Service With Dry Kiln 


Ris Lake, WIs., June 11.—Operating in the 
heart of the Northern Hardwood district, the 
Rib Lake Lumber Co., Rib Lake, Wis., carries 
a large, well-balanced stock of birch, maple, 
hemlock and other Northern hardwoods and 
maintains a trucking service direct to the trade 
throughout Wisconsin. To furnish promptly 
high grade, quality lumber, seasoned to the 
proper moisture content, The Rib Lake Lumber 
Co. recently installed three Moore Cross-Circu- 
lation kilns. Since putting the kilns in opera- 
tion, this company has been able to kiln dry 
birch green from the saw within a few days, 
increasing drying capacity, reducing yard inven- 
tory and saving 50 percent in time over the 
previous operation. 





A double band mill with two resaws, with a 
daily capacity of 125M feet, enables them to 
produce hemlock in large quantities and also 
white pine in sufficient quantities for mixed car 
shipments. Birch, basswood, ash, elm and soft 
maple are also manufactured from lumber taken 
from the company’s timber holdings in Lincoln 
County, Wis., and upper Michigan. 

Officers of the Rib Lake Lumber Co. are: 
A. P. Woodson, Wausau, Wis., president; J. D. 
Mylrea, Rhinelander, Wis., vice-president; 
H. S. Morrison, Wausau, Wis., secretary; 
H. W. Johannes, Rib Lake, Wis., treasurer and 
general manager. O. R. Lutz is sales manager 
and William Berfield is kiln operator. 


Shown above are capacity loads of hardwood lumber seasoned with Moore Cross-Circulation Kilns, 
Rib Lake Lumber Co., Rib Lake, Wis. Inset shows view of plant 
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OBITUARY RECORD 








ALBERT W. QUANDT, 62, of Hamar- 
Quandt Co., died very unexpectedly while in- 
specting work on his new home at Hancock, 
Mich., May 27. Mr. Quandt was vice presi- 
dent and treasurer of Hamar-Quandt Co. and 
had been a member of the organization since 
it was formed in 1925. Mr. Quandt was also 
a member of the board of education and was 
actively associated in the leading business 
and civic organizations in Hancock and 
Houghton, where Hamar-Quandt Co. is lo- 
cated. He was characterized by his progres- 
siveness, strong personality and driving force. 
He was a man of quick decision and stood 
strongly for the things that are good. Sur- 
viving Mr. Quandt are his widow, a son and 
three daughters. 


ARTHUR JARVIS, 69, head of the Jarvis 
Lumber Co., died recently at Eau Claire, Wis., 
where his business was located. Early in 
his life Mr. Jarvis learned the lumber busi- 
ness by working as a sawyer, scaler, inspec- 
tor and other similar work, and he finally 
left that end of the business to become a 
salesman. In 1907 he came to Eau Claire, 
and with another, formed the Steven & Jarvis 
Lumber Co.; then, in 1925 he formed the 
Jarvis Lumber Co., which was incorporated in 
1927. Mr. Jarvis had been president of the 
Northern Wholesale Hardwood Lumber Asso- 
ciation and was otherwise active, well known 
and liked in lumber circles, 





KENNETH J. BALDRIDGE, 49, of Albu-. 


querque, N. Mex., president and manager of 
the J. C. Baldridge Lumber Co., was killed 
in an automobile accident June 1. Accom- 
panied by Mrs. Baldridge, who was not seri- 
ously hurt, he had started on a fishing trip 
to the Red River of northern New Mexico, 
when the car overturned on striking a soft 
shoulder. He had been active in social and 
fraternal circles. Mr. Baldridge learned the 
lumber business from his father, the late 
Joseph C. Baldridge. who established the 
business that bears his name, more than a 
half century ago. Besides his widow, two 
sisters survive. 


HENRY H. HAGERMAN, proprietor of the 
Hagerman Lumber Co., Red Bank, N. J., died 
May 28 in Monmouth Memorial Hospital, Long 
Branch, N. J. Born in Farmingdale, N. J., 
Mr. Hagerman at the age of 15 started work 
with the Lewis Lumber Co. in Asbury Park, 
N. J. When the Lewis firm opened a branch 
in Red Bank many years ago he became a 
member of the firm under the name of 
Lewis-Hagerman Co. In 1935 he became sole 
owner. Surviving are his widow, two sons, a 
brother and three sisters. 


JOSEPH HEPPERT, 88, for many years a 
prominent figure in the lumber and mill busi- 
ness in Richmond, Va., until his retirement 
recently, died June 3 at his home here, after 
a brief illness. Mr. Heppert came to Rich- 
mond at the age of 16, and entered business 
as a building contractor. Later he founded 
the lumber and mill firm which is now oper- 
ating under the name of Joseph Heppert 
Sons. Mr. Heppert is survived by his widow, 
three sons and three daughters. 


G. W. VIERGUTZ, 71, head of the firm of 
G. W. Viergutz, died at his home in Colum- 
bus, Neb., May 21. Mr. Viergutz was recog- 
nized at the state lumbermen’s association 
last year as the oldest dealer in the state in 
years of service. He came to Columbus in 
1888 as a carpenter, and established his busi- 
ness in 1908. Beside the yard at Columbus, 
he also has other establishments. His widow, 
two sons, two daughters, three brothers and 
a sister survive. 


TOM BEATON, SR., 77, pioneer lumber- 
man of Escanaba, Mich., died there May 21. 
Mr. Beaton had been ill for six weeks. He 
started working for lumber companies when 
he was nineteen and had been a woods super- 
intendent and in charge of lumber drives on 
the Ford River. In more recent years, until 
his retirement, he was woods superintendent 
for I. Stephenson Co. and worked for the 
Stack Lumber Co. Two sons, one daughter 
and a sister survive. 


LEONARD WHITE CORBETT, 77, presi- 
dent of the Peoples Lumber Co. at Ventura, 
Cal. died on his Rancho Los Portales May 
24. Mr. Corbett was well known throughout 
the Southwest and his sudden death came as 
a shock to many. Previous to his entry into 
the lumber business, Mr. Corbett had been 
In the postal service and had had many 
harrow escapes in surviving wrecks and 
holdups. He had been president of the 
Peoples Lumber Co. since 1930. 


DANIEL A. JOHNSON, 83, founder of the 
D. A. Johnson Hardwood Lumber Company, 
Seattle, Wash., died June 4 at his home in 
that city. Mr. Johnson retired a year ago from 


the business he founded in 1905, closing his 
office. He had been in the lumber business 
in Seattle for thirty-five years. Johnson was 
born in Rockford, Ill., and came to Seattle 
in 1903. He is survived by his widow, three 
sons, and two daughters. 


CYRIL P. GEARY, 49, head of the firm of 
William Geary & Son, New Orleans, La., died 
June 11. Mr. Geary succeeded his father in 
the organization bearing his name, and for 
years he had been prominentiy identified 
with the business community and in lumber 
trade circles. He was also active in social 
and fraternal organizations. Survivors in- 
clude his widow, two sons, three daughters 
and a brother. 


MRS. GEORGE H. DeWITT, 92, widow of the 
late George H. DeWitt, retail dealer at North 
Easton, Mass., died May 26. With her hus- 
band they had celebrated their sixty-third 
wedding anniversary in August, 1938. Mr. 
DeWitt established the retail lumber business 
at North Easton in 1878. He died in March, 
1939. The business is being continued by the 
son, Harris A. DeWitt, as George H. DeWitt 
& Son. 


ESTERN F. CARDER, 74, head of the 
Carder Woodworking Company of Alliston, 
Mass., until his retirement four years ago, 
died June 9 at his home in Milton. He was 
a native of Liverpool, but had lived in 
Milton the past 47 years where he was ac- 
tive in community affairs and in religious 
and fraternal circles. He leaves his widow, 
two sons and three married daughters. 


BENJAMIN F. HARRISON, 69, salesman 
for the Caddo River Lumber Co. for more 
than thirty years, died at his home in Kan- 
sas City, Mo., May 27. Mr. Harrison came to 
Kansas City as a young man and until about 
two years before his death, he was contin- 
uously associated with the lumber industry. 
Surviving him are his widow, two daughters, 
a sister and two granddaughters. 


THOMAS E. LEE, 56, owner of the H. F. 
Below Lumber Co., Milwaukee, Wis., died 
May 29 at his home in Whitefish Bay, Mil- 
waukee suburb, following a six months’ ill- 
ness. He had been in the lumber business 
in Wisconsin for 40 years, starting at Marsh- 
field, Wis., and coming to Milwaukee about 
nine years ago from Marinette. His wife and 
a daughter survive. 


MRS. MARY E. HERBERT, 64, wife of 
Fred S. Herbert, manager of the Independe. 
Lumber Co., Albuquerque, N. Mex., died June 
8 after an illness of several months. The 
Herberts had been residents of Albuquerque 
for eighteen years. Beside her husband, she 
is survived by one son who is associated wicu 
his father in the business, and a sister. 


JAMES W. McLEAN, 53, manager of the 
Coffeen Lumber & Supply Co. at Coffeen, II1., 
died May 27 following an emergency opera- 
tion. Mr. McLean had been manager of the 
Coffeen yard for more than twenty years, 
and previous to that had worked in other 
yards. He leaves his father, three brothers 
and a sister. 


GREGORY S. STEWART, 84, retired lum- 
berman and contractor of Cincinnati, Ohio, 
died May 24 in a hospital there. Before his 
retirement, Mr. Stewart had served as head 
of the Enterprise Lumber Co. in Cincinnati, 
as well as having engaged in other business 
ventures. A brother, five nephews and two 
nieces survive him. 


JOHN M. GRAHAM, 78, president of Gra- 
ham-Smith Lumber Co. at Bargersville, Ind., 
and the Graham Lumber Co. at Morgantown, 
Ind., died at ‘his home in Franklin, Ind., 
June 5. Beside his lumber businesses, Mr. 
Graham had other interests and was also 
active in civic affairs. His widow and two 
daughters survive. 


H. J. McADAMS, 65, manager of Dierks 
Lumber & Coal Co. at Pine Valley, Okla., 
died unexpectedly at his home May 16. Al- 
though he had been in failing health for 
some time, he had been attending his busi- 
ness aS usual and his death came as a sur- 
prise. Mr. McAdams had been manager of 
Dierks Lumber & Coal Co. for thirteen years. 


R. BALDWIN HOMER, 63, president of the 
Homer Lumber Co., Baltimore, Md., died May 
28 after collapsing in his office. Youngest 
son of the late Charles C. Homer, president 
of the Second National Bank of Baltimore. 
Mr. Homer was active in fraternal and social 
circles. Surviving are his widow and one 
daughter. 


HARRY S. MOULTON, 67, proprietor of the 
Moulton Lumber Co., died at his home in 


65 


Lima, Ohio, May 20. Beside his business, Mr. 
Moulton had been active in association affairs. 
He had been in the lumber business for the 
past 30 years. He is survived by his widow, 
one son, two daughters and two grandsons. 


ROBERT GEORGE GREELIS, 70, retired 
lumberman of Dunkerton and Eldon, Iowa, 
died at his home in Santa Barbara, Cal., 
where he had come to make his home three 
years ago. Surviving are his widow, three 
daughters, two brothers and two sisters, as 
well as eight grandchildren. 


WILLIAM M. DONAHUE, 53, salesman for 
Ford Roofing Products Co., died in Indian- 
apolis, Ind., June 2, following an illness of 
several weeks. He had been well Known in 
the lumber industry. Survivors, beside the 
widow, are two sons, three daughters and 
three brothers. 


CHARLES FENN PRETTY, 76, president of 
Pretty’s Ltd., timber dealers, died in a hos- 
pital at Vancouver, B. C., recently. In 1905 
Mr. Pretty embarked in the timber business. 
One of his achievements was bringing about 
establishment of the Powell River paper 
plant in 1910. 


GEORGE E. EMMART, who formed the 
Union Lumber Sales Co., died at his home in 
London Terrace, New York City, May 30. Mr. 
Emmart had previously been connected with 
the Union Lumber Manufacturing Co. He is 
survived by his widow, a son and two daugh- 
ters. 


C. M. FAIRLEY, 76, who for many years 
had been connected with the L. N. Dantzler 
Lumber Co., Moss Point, Miss., died June 1. 
Mr. Fairley had long been prominent in busi- 
ness and social affairs locally. He is sur- 
vived by a son, a daughter and a sister. 


JAY CLARK DIFFIN, 51, head of the Diffin 
Construction & Supply Co., Welland, Ont., died 
on June 4. He had been prominent in Wel- 
land business circles for thirty years and 
was former mayor. His widow, two sons and 
two daughters survive. 


_ GEORGE L. SMITH, 77, retired yard super- 
intendent of Anderson-Tully Co., died May 
16 in Memphis, Tenn. Mr. Smith was with 
Anderson-Tully Co. for 20 years prior to his 
retirement. His widow and a brother are the 
survivors. 


FREDERICK L. SHILLINGTON, 64, whole- 
sale lumber and coal dealer of Hamilton, 
Ont., died May 29 after long illness. Sur- 
viving are his widow and a daughter. 


MURIEL JANE RUDINGER, 24, daughter 
of Mr. and Mrs. Charles R. Rudinger of C. R. 
Rudinger, Inc., South Kearny, N. J., passed 
away suddenly on May 22. 


W. A. FINLAY, head of the McMillan Mill 
Co., Pensacola, Fla., for many years, died 
suddenly at his home. Survivors are his 
widow and several brothers and sisters. 





Story of Sitka Spruce 


A highly attractive booklet of 36 pages with 
cover, dealing with Sitka spruce, has just been 
issued by the West Coast Lumbermen’s Asso- 
ciation, 364 Stuart Building, Seattle, Wash. It 
begins with a brief review of the properties of 
this species, then shows photographs of timber 
stands and logs, and exterior and interior views 
of mills in which the lumber is manufactured. 
There follows a diagram of a log to show from 
which parts various items are cut; pieces of 
the principal grades as shipped, and construc- 
tion in which they are used, are then pictured. 
Sitka spruce technical data, covering basic 
stresses, weight and shrinkages, gluing proper- 
ties, and insulating values are given; also grade 
use guide and suggestions for machining this 
wood. 


Atlantic Schedules Cancelled 


BattimMorE, Mp., June 10.—All Atlantic 
freight schedules are discontinued, and exporters 
of lumber and logs will have to take their 
chances, with rates and shipping opportunities 
depending upon the exigencies of the moment, 
J. Sinclair, for and on behalf of a group of 
steamship lines, has announced. It has become 
impracticable to continue the socalled Con- 
ference contracts to United Kingdom ports, and 
they are cancelled. The carriers will endeavor 
to preserve such stability of rates as may 
prove practicable, and the non-contract rates 
have been modified to the same level as prevailed 
under contracts, so that there is no increase of 
rates because of the cancellations, he explained. 
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SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 


for sales 


made in the period June 1 to 6, but where prices for this period were not available, 
prices for the month of May have been inserted and starred (*): 


West East West East 
Side Side Side Side 
Flooring, Standard Ceiling, Standard 
Lengths 5% x4 Lengths 
x4— 
1x3 rift— B&bett 36.71 35.4 
Bebetter.. 61.56 57.00 c ..... : x 34°50 32.75 
coececee *47.64 *55.00 D cossveewe Qe Saee 
D rimdnewe *37.67 *40.25 
—* = Surfaced Finish 
ain— ~ d 
B&better.. 42.82 42.74 —--- 
ceevnees ‘ 6.67 37.45 Inch thick— 
D coccccee 2900 30.0014 ....... 56.58 47.63 
1x4 ritt— ; ahaha 56.82 56.50 
penned 55.32 *61.98]/6 | ...... 56.12 50.08 
cenunyes *47.11 52.2513 .1...... 55.95 49.41 
D sic e, ae *32.29 39.25 1x10 pas: 60.20 54.67 
SU... ii: ere 79.08 71.25 
grain— 6/ ve 
Bé&better.. 41.67 40.51 5x oe os shee 
sewenees . 37.93 36.93 sali weeee 78.50 71.50 
D cocecees 28.87 28.95112 ....... 93.55 83.17 
End Matched ¥ 
Flooring, 2 to 8-foot [inch thick—, 
1x3 rift— OP Gavakaes 41.84 40.40 
Fenner. 50.00 47.00}8 ......., 43.52 40.00 
Cereals. 39.50 oocoe 1 1%5610 46.72 45.80 
ixs flat Be issices Beet Gaeee 
grain— 
Bébetter.. 33.32 32.17 Rough Finish, 
D te eeeeee <9'33 Hg Standard Lengths 
ixi tiftt— ss” | B&better— 
Ba&better.. 45.75 1x4/8 .... 52.50 43.75 
etter #3900 1x5&10. 93.50 50.75 
seca tote hy 1x12_..... 71.00 67.00 
D eecoeevecces *27.50 5&8/4 
1x4 : thick— 
- 5 5 5 
Bé&better.. 29.01 *29.37]478,5" °°": obahe seeds: 
SF sascewen 26.12 27.00};5 ‘***° #8585 *80.83 
EP ¢.xsanains “‘aa8 26.05 =" St ‘ 


Casing and Base 


Boap Sine Stand- Standard Lengths 


ard Lengths, 1x6” 





ae, Sir =. 638 sane 
ES ceccee ° 20. 
peter. eee sc telixeGs .... 61.69 57.67 
pain i eet 27.50 27.00|1x5&10 ... 64.19 61.00 
No. 116— 
sy beter.. os ae meio 
Ke ehoe ee 43.46 40.00 1%, 1% & 2*68.00 75.00 
D eer ee 31.92 29.00) 5¢x4-8 . 61.50 *56.43 
No. 2 23.46 23.22 
No. 3 20.73 18.89 No. 1 Fencing & 
Assorted patterns Boards 
annetier.. 44.19 43.83 Standard Lengths 
ae ee 44.63 35.59)1x4 ...... 30.92 *30.91 
D Reka me ne 31.50 28.50)1x6 ...... 30 06 si. 50 
No. 1 32.66 *30.25)1x8 ...... 32.50 2.75 
No. 2 23.06 22.65}1x5&10 ... 34.24 038. 72 
No. 3 o*EOeth BAGOELEES ccwce 43.50 “ee 








West East West East 
Side Side Side Side 
No. 2 Shiplap and No. 2 Dimension 
Boards, Std. Lgth. 2x4 
ae 18.59 18.38/12 & 14... 22.21 19.49 
Seer (hs Bek | ee 22.93 21.73 
ee .aawee 20.97 21.36/18 & 20... 24.14 24.00 
RS 26.58 24.52}22 & 24... 31.00 *29.00 
2x6 
No. 3 Shiplap and [12 & 14 19.08 Laz 
Boards, Standard :. eden 19.52 19.88 
Lengths  ppeeee 20.98 22.52 
BO: oeerne 13.00 16.00/20 ....... 21.60 22.48 
1x6 Reh & 22 & 24... 27.00 *29.04 
S1S/S48. 17.50 19.23] oxg 
1x6 CM... 17.80 18.58] 49 & 14 20.70 20.45 
19.16 19.13] 46 “"" 91:31 21.00 
Se v.bed 19.85 17.88 18 & 20 a 22.50 23°97 
i: ae 19.77 19.04] 99 & 24... *27.25 *27.00 
No. 1 Dimension ye 14 0330 23.29 
2x4 ; 29° 92° 5¢ 
iS & 26... 9650 90-381 2'3h°°° eis Sea 
16 ....... 25.16 25.22}99 @ 94... 2900 ..... 
18 & 20. 27.25 28.00]... ; 
22 & 24...436.19 35.00] 2x12 eee 0080 
2x6 6 “OT Ee 92°45 
12 & 14... 22.43 2111178 <11121 24°00 23°50 
; esa ead et 21.61 20 28.33 27.50 
8 24.62 24.21]99 2°94° °° 97° 5 
»....... one ae oe Se ee 
22 & 24. 35.00 29.50 
2x8 No. 3 Dimension, 
12 & 14, 24.09 23.39 Random Lengths 
1G wccrece 24.06 33.50 
Pere 25.82 *25.69}, 2x4 ....0. 18.35 15.58 
20 26.69 27.00]2x6 ...... 17.23 16.52 
22 & 24 35.00 *31.25]2x8 ...... 8.50 15.83 
2x10 2x10 ..... 18.00 19.50 
ar Seeepes 32.14 31.00] ?*12 “ae aw 
aor 31.62 31.73 
——S 32.72 31.50) Timbers, 20 & Under, 
18 & 20... 33.00 33.35 No. 1 
22 & 24...*44.57 *38.00| Longleaf 
zx12 : 3 & 4x4..*35.25 
12 & 14 35.21 33.00) 4x6—8x8.. 33.25 
SD seenwwd 35.50 *32.1 h leaf 
eres 34.00 *35.69| Shortleaf— 
_ Breoerrs: 40.67 *36.56] 3x4&4x4... 25.53 *26.62 
22 & 24... 45.87 *40.00] 4x6—8x8.. 25.95 22.71 
3&4x10 ...*32.13 *27.68 
Car Siding, 13/16” by ae 10xi0*30. = *26.75 
Sni2 .. *35.33 
eee eie.T1 940.48 Bx12/i2xid*36.76 *37,50 
x4, 10....* a 
1x6 ‘ea at — *40.00 Plaster Lath 
1x6, 10 *37.00 Kiln Dried 
Common— %x1%”, 4 
Se eee 32.00 me. 1 iiss FC 4.78 
1x4, 10. 32.00 No. 2 ..«. *8.96 %3.43 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
8X2%” 348X144” %x2” 3x1” 


Clr. qtd. wht....$80.00 $70.00 $65.00 $62.00 
Clr. qtd. red..... 68.00 61.00 60.00 60.00 
Sel. qtd. wht.... 62.00 50.00 52.00 45.00 
Sel. qtd. red..... 62.00 51.00 53.00 49.00 
Clr. pln. wht..... 64.00 52.00 52.00 46.00 
Clr. pln. red..... 65.00 55.00 48.00 47.00 
Sel. pln. Wao eee 58.00 48.00 44.00 38.00 
Sel. pln. red.. 59.00 50.00 43.00 40.00 
No. r com. wht.. 55.00 45.00 37.00 34.00 
No. 1 com. red... 55.00 47.00 38.00 35.00 
No. 2 common... 36.00 32.00 33.00 26.00 

1%x2” %x1l%” x2” 
Se WO, weccccceeea $75.00 $75.00 $72.00 
OR A ee 72 72.0 67.00 
eee 60.00 60.00 58.00 
a ee re 60.00 60.00 58.00 
Ge Pe, We dc ceeecoceee 61.00 61.00 61.00 
Ce es Se scccscccnes 61.00 61.00 60.00 
ee es WER cc ccenoeeue 55.00 55.00 53.00 
ts Me SOlesrcereccccns 55.00 55.00 53.00 
ek 2 Oe, Wc cccceus 51.00 51.00 47.00 
Dee 2 ON SO o cc cevewes 51.00 51.00 48.00 
ee D GN vce cocecs 34.00 34.00 29.00 


New York delivered prices may be vbtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8.50; for %-inch, $4; for 
%- and fs-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %- and 
fs-inch, $3.60. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
May 27 to June 1, inclusive. Averages include 
both direct and wholesale sales, and are 
oonee on specified items only. Quotations 
ollow: 


Ponderosa Pine 


SELEcTs, S2 or 4S— 1x 5/4RW 6/4RW 
i > Seer - $56.38 $61.35 $61.01 
ere 38.28 42.42 40.93 
SHop, S2S— No. 1 No. 2 
SE: paca enc iikgiah Sra sabigrerge ae gs See ake $34.59 $25.03 
WME keke su ncd'e wan alre: @ are eee ace 34.25 25. _* 
Commons, S2 or 4S— No. 2 No. 
1x ot RES, eee ee $28.49 a if 
Dla acs + awe wieeineeat 30.74 21.2 
No. 4, iT’ END cle Ghia uty ao calecee ices $1660 
Idaho White Pine 
Se.ects, S2 or 4S— 1x8 5-6/4RW 
Ree CCl) Beis bo cccnscdeee $67.25 $82.63 
MOUNINENY CEP) BUEG cosiccccoees 41.34 60.70 


COMMONs, Sz or 4S— 
Colonial Sterling Standard 
No. 1 No. 2 No. 3 


o. oO. Oo. 
BD cact vend wees $39.31 $35.20 $26.99 
MEE iauewkew bated 71.00 41.86 29.32 

Utility (No. 4) yh $2 or bd RWRL....$19.01 

Suyacre. S2 or Piracy ¥} winW 5/4RW 6/4RW 
ate Set FR $72.36 $76.00 $68.00 

SE ay A 67.49 67.08 66.18 
D Re rere 50.43 50.22 49.69 
SHopr, S2S— No. 1 No. 2 No. 3 
, ee eres $39.45 $28.97 $21.00 
Sf ere Cre 37.76 29.8 22.05 
ee ee 49.41 33.44 a 
Larch-Douglas Fir 

Dimension, No. aa $23.26 

Dimension, No. 1, , epee paged Feet 22.89 

Flooring vert. gr. C&Btr., 4 RL........ 29.65 

Boards, No. 3, S2 or 4S, Sle veckenscecs 19.71 
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THIS WEEK’S LUMBER PRICES 


NORTHERN HARDWOOD 


Following are prevailing quotations f.ob. 
Wausau, Wis., on northern hardwoods: 


No.1 } a a8 


Brown rey FAS Sel. Com 


. ee - z= 7. 00 ey 00 #38 96 a8. 00 
Me éceeeces 8.00 00 9.00 
. eens 73:00 83:00 43:00 32. 00 is: 00 
ee eS? 78.00 68.00 51.00 34.00 20.00 
No.1 No.2 No.3 
Basswood— FA Sel. Com m. 
eee: $78.00 $68.00 $46.00 $26.00 $19.00 
ST eee 83.00 73.00 51.00 30.00 21.00 
5 AER 86.00 76.00 654.00 32.00 23.00 
, See ae 93.00 83.00 64.00 34.00 23.00 
Zee 98.00 88.00 71.00 5.00 
BE ccocsune 103.00 93.00 76.00 50.00 
eee 70.00 60.00 39.00 24.00 
Key ook, 4/4 > 1 ~~ potters $78; or on 
grades, F $38; » 4, i and 
better, $53" > om 1 Soler ‘AS, 808: 1, $73. 


No.1 ag r No. 3 


ined Maple— FAS Sel. Com. Com. Com. 
/ 


ph acaeeen oye. 2 ey 00 $47.00 $30.00 $15.00 
weeaacewe 3.00 652.00 34.00 17.00 
Ore cuveeeas $100 88 00 55.00 36.00 17.0 
ee 86.00 71.00 60.00 36.00 18.00 
Me e.cew-wmeis 86.00 71.00 60.00 37.00 18.00 
"7 Ses 101.00 86.00 68.00 42.00... 
| 7 ee 101.00 8 71.00 42.00. ... 
1, Se 121.00 106.00 83.00 45.00... 
ea 121.00 106.00 83.00 _ nt 
ME akeeewss 161.00 146. = _ Ware 
No. 2) No. 3 
Soft Elm— FAS oun & ‘Sel. nae Com. 
er $48.00 $38.0 27.00 19.00 
se 53.00 $300 9.00 20.00 
eee 53.00 43.00 29.00 21.00 
, Sree eee 56.00 46.00 32.00 21.00 
|, er 59.00 49.00 34.00 eae 
Reta 64.00 54.00 39.00 aa 
No.1 No. 2 No. 3 
Rock Elm: FA om Co Com 
, eee $48.00 $30.00 $19.00 $16.00 
|, eee 53.00 35.00 21.00 18.00 
ee 63.00 43.00 23.00 18.00 
Bee stsevwven 68.00 53.00 28.00 21.00 
10/4 tg 78.00 63.00 40.00 etd ee 
12/4. 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FA el. Com. Com. Com 
eae * $86.00 $66.00 $46.00 $28.00 $17.00 
8 | eee 91.00 71.00 3.00 33.00 18.0 
, eee 91.00 75.00 658.00 39.00 18.00 
ee 94.00 82.00 68.00 46.00 19.00 
eee -- 96.00 86.00 73.00 47.00 .... 
OL 101.00 91.0 8.00 52.00 
eee 156.00 146.00 121.00 .... . 
— 73.00 59.0 43.00 26.00 .... 
We keieaeen 75.00 00 46.00 27.00. .... 
0.1Com. No.2 No. 3 


Sete magte— FAS ~—_ Sel. fom. Com 


coccce 59.00 41.00 26 $17.00 
g/t coeesee ° “— 6.00 +7600 ¥79.00 00 18.00 
6/4 ...ccceee 76.00 51.00 34.00 18.00 
8/4 wcccecees 81.00 56.00 34.00 19.90 





DOUGLAS FIR 


Seattle, Wash., June 7.— Current quota- 
tions f. o. b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain ‘tone 4 
B&Btr. 


D 

TEE cScnvnedwedoaber $38.00 $30.00 $22.00 
Flat Grain Flooring 
Se bn teseeenwdewws $27.00 $24.00 $19.00 
BOD - ace aise Seno aes 30.00 29.00 21.00 
Drop Siding 

1x6 Pat. No. 106....$30.00 $28.00 $21.00 
1x6 Pat. No. 116.... 30.00 28.00 21.00 
Ceiling $16.00 

8. Oe ee 26.00 $24.00 16. 
1x4 A ao t6. i wicceeore ena iF 00 25.00 15.00 

Boards and Shiplap 
1x8 1x10 1x12 
a ee $20.00 ber 00 $19.00 $22.00 
ee 16.50 6.50 16.50 16.50 
a ae 12.00 if: 00 12.00 12.00 
No. 1 Dimension 

12 14 16 18 20 
me © .cviewrancee ey 50 $20. 50 ty : $21.50 $21.50 
a eee 0.50 20.50 21.00 21.00 
Ue a eiglareinwa 30. 50 20.50 30. 30 20.50 20.50 
ewe 21.50 21.50 22.00 22.00 22.00 
pr SS eae 22.50 22.50 23.50 23.50 23.50 


No. 1 Rough and/or Surfaced Timbers 


4x4- to 4x12-inch planks 20 feet and 
shorter, MN ds canted once’ dveeesvcses een 

12x12 20 ft. and shorter............... 17.00 

SE ee OP Oe Wn ce ei besenwseceweeus iv 00 
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SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended June 10: 


Plain Red Gum Mixed Oak 
No. 2 Com.— ry 3-A Com.— 
4 if paalaeee 2 SE ree 15.00 
ekananvai 21.25 No. 3-B Com.— . 
* ida. Sap Gum §$i|§| 4/4...... 8.25 
FAS— lain lar 
lee 41.25 rast ee 
8/4 i & Sel 42.00 | 4/4 ...... 59.75 
No. 1 el.— = 
Spends 29.75 @32.50 Saps ive 
10/4 ..... 37.00 | g74 i... 51.75 
Plain Sap Gum No. 1 Com 
ee a OE ns 31.75 
4/4 weses . 38.50 No. 2A Com.— 
1: eee OE, RR piers 21.25 
OL: 5 -oea-e 23.50 @ 24.00 No. 2B 
ay Baegric 26.50 @ 27.50 /4 14-25 @ 14.75 
aS eer pb Se a ean te 
No. 2 Com.— Beech 
Vr ee 16.00 | No. 1 & Sel.— : 
Qrtd. Black Gum Fe aN cokes 23.00 
FAS— 
heres 35.25 No. 2 Com.— 
8/4 ve — 6.00 } 4/4 .....5 14.25 
No. 1 el.— 
4/4 "25.25 @ 28.50 uw 
pee 45.00 | 4/4 29.75 
Plain Black Gum Di aNaiae 
No. 2 Com 
FAS— eed OIE ewes’ 17. 00@18. 75 
5 4 so oe 34.50 5 /4 
No. 1 & Sel.— os) ee 
Ty ae 26.50 : Magnolia 
Plain Tupelo No. 1 & Sel.— 
Se ee ie See 40.00 
No. 1 & Sel. 
Vr Se 20.50 | No. 2Com.— 
No. 2 Com.— BOTS wees 28.00 
tia ae 15.00 Cypress 
Plain White Oak FAS— 
No. 1 & Sel.— re 59.0 
yg EES 29.00 _. cicarenm ate 80.0 
No. 2 Com.— /4 .82.25@94.0 
pone eens 22.00 Selects— 
Vehic le Stock— + 32#4i*t| 4/4...... 43.25 
1 35.25 54 era eta 46.75 
ee 36.50 | 6/4 ...... 50.75 
oe Seer 39.50 ee 65.00 @ 70.00 
Plain Red Oak Shop— 
— Oy, re 27.00 
Fe tetas 42.00 @ 44.25 ae 50.00 
3 eee 74.50 i 55.00 
No. 1 & Sel... oe ere 42.25 
4/4 ......26.00@29.50 No. 2 Com.— - 
i rar 38.75 4/4 ......20.00@22.50 
No. 2 Com.— Shorts— 
Mae. <6 eres ed 22.00 7) Gee ee 30.00 
Ash Mixed Hardwoods 
FAS— Ty ell 
1 EES aS 36.00 \; Stee 9.00 








WISCONSIN HEMLOCK 


_ Following are prices f. 0. b. delivery points 

in Wisconsin, Upper Michigan and Chicago 

territory: 

No. 1 Hemlock Boards, Rough, S1S or S1ISIE 
Standard and Extra Standard: : 


8 10, 12&14 16 


ee $31.50 $32.50 $34.50 
a ee 34.00 35.00 36.50 
Bee rer rea 34.00 35.00 36.50 
ea 35.50 36.50 38.00 
BE Waialua, nies e waelecesiala 36.50 37.50 39.00 


For drop siding, ceiling, fancy 
grooved roofing or partition, add $3. 
No. 1 Hemlock Dimension, Rough, S1S1E or 

S48 Standard and gre Standard: 


shiplap 


8’ 12&14’ 16’ 18 & 20’ 
2S Seer $36.00 °; 35.00 $36.00 $37.00 
eee 34.00 34.00 34.00 37.00 
BED jdceennte 35.00 35.00 35.00 37.00 
2, eee 37.00 38.00 38.00 39.00 
PRG Sexrcacaod 38.00 39.00 39.00 39.00 





RED CEDAR SHINGLES 


Seattle, Wash., June 7.—Below are listed 
average prices received for Certigrade red 
cedar shingles sold direct to the trade: 





Royals: 
Sa | RS cere ene $3.75-$3.80 
BE NE or a raery seen ees 2.60- 2.65 
Pa Baw awed Vaiss Goan weit ee eae 1.75 
Perfections: 
118" G/B vee. es eeceeeeeeee ree emne an. $2.95 
PES MEE. Dia Aiaalsied wele Se oiic 69 sive $2.40- 2.45 
3- BO ES ciccunaicaiwantiowe mae eines 1.40- 1.45 
XXXXX 
RONG WE ai ot at oases cislaieiscre aerate .70 
ae i SOSA RS Ae aie ee $2.00- 2.05 
PAG” UE hide ah ceca eet 1.30- 1.35 





WEST COAST LOGS 


Seattle, Wash., June 7.—Average prices 
of logs are as follows: 

Fir No. 1, $21-24: No. 2, $16-18; No. 3, 
$10.50-12.. Peelers, No. 1, $34; No. 2, $27-29. 


Cedar Shingle io a. 14-15, lumber lo Ss, 
waa . 


Hemlock: No. 2&3, $13.00. 


ooo 


American fiumberman 
Lumber Market Review 


The European war, with the United 
States moving from a “neutral” to a 
“non-belligerent” status, is seriously af- 
fecting all domestic business, for defense 
measures and new taxation, with the 
shutting off of additional outlets for 
American farm and forest products, call 
for drastic readjustments and cause 
many to hesitate about going ahead with 
plans for construction, though of course 
important lines of manufacturing are re- 
ceiving a strong stimulus from war pur- 
chases. 

Softwood sales in the two weeks ended 
June 1 had receded to one percent below 
last year’s for the corresponding period 
and were 3% percent below the current 
production, with shipments about even 
with production. Demand has probably 
shown further decline since then in face 
of the drastic march of events. Gross 
stocks at the mills June 1, however, were 
3 percent below last year’s, and unfilled 
orders were about 11 percent above last 
year’s level, so that the mills are in a 
fairly satisfactory statistical position, and 
this will probably be maintained by cur- 
tailment. In the East, as a result of in- 
dustrial dislocations caused by the war, 
there is decided hesitancy about building, 
and of course this is reflected in purchas- 
ing by the distributors. Because of con- 
tinued shortage of tonnage, West Coast 
products are stronger in the East than 
they are at the mills, where there has 
been an average decline of $1@2 in most 
items, commons excepted. There are 
signs that intercoastal ship space offer- 
ings may more nearly meet the slack- 
ened demand. In the California trade, 
space has weakened because it is in ex- 
cess of current requirements, and prices 
have softened. Crop surpluses and low 
prices have reduced volume of farm buy- 
ing through the middle West and South- 
west, and though city building is well 
maintained, distributors have gone to an 
almost hand-to-mouth basis in their pur- 
chasing. Southern business too has fal- 
len off, but while some concessions in 
prices are being offered by the mills, the 
scarcity of stocks at most of them has 
held lists fairly steady. 

Hardwood : sales in the two weeks 
ended June 1 showed the effects of omi- 
nous world events, having declined to 10 
percent below last year’s level, and being 
11 percent under the current production 
—which also exceeded shipments, by a 
little. With furniture plants restricting 
their commitments, the bulk of current 
business comes from the building trades, 
but a considerable increase in demand for 
containers for war materials exports is 
reported, and more orders from the Al- 
lies for war needs have been received re- 
cently. Flooring demand is not as strong, 
but prices have been steady because of 
wanted items being in low supply. 


67 
WESTERN RED CEDAR 


Seattle, Wash., June 7.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, 42-inch 


Clear —- $a 
Ee ae 00 = 00 $13. 00 
G=1NGR ccccccs eR a 1.00 5.00 3.00 
6-inch cess SoS 34:00 300 
Clear Bungalow Siding, %-inch 
I Sao a4 /Srolororeieorgen Sateen aware were yf, 
oe ee eee Seer 


POM, ei daeGsawtinenbaosiee he eranan abe eee 
Finish, B&better, S2 or 48, 6-16’ 


82S or S4S 

or Rough 

iz 3° Siar hik eeaee atone ane cree ee eee $ 80.00 
re ree EE ER RS ee 85.0 

RO waeeno0 RL SRE in T9F Se ROS BE ER Se A 90.00 

| re seen ore oewaleee ee eer eos eae 

REE. iin winiera'p\s' 44:0) belo weer phate Save ips raved -- 100.00 

Se coreitlans ia atdwreve-a 473194 pe wraeene a8 eeeeee 106.00 

BE kaso 6-85 ais 34600 SN ae PR Re 115.00 

1x22&23” Te aketaatatie: alanatelstens ive ion ate cate cinta dpi 120.00 

, Ceiling or Wtecstam, B&better, 4-16’ 
__ ERS oes OEE OS Seca es nae 36.00 
1x3. Pe Shei ark weed eeteie sae es Gualele se enietale . 38.00 


Discount on Seui@ings 6-20’, Odd Lengths 
Series 8000— 


eT ee eee TererrT. oy. 

Tisting SE GUNA OVOP... ..0.06000000 Se. 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 

BEE” dba wen Ssrwwoake Siew le ont auetond Suntan aeaie $0.32 

ESE er eee ea Ee 37 





























Hard Maple Floors a * with furniture in modern 
homes. 


The New IDEA 


in flooring Homes 


Build profitable business with flooring 
that harmonizes with furniture. Hard 
Maple, longest-wearing comfortable floor, 
is also most attractive for modern homes. 
For its smooth, fine grain blends well 
with fine-grained modern furniture, puts 
flooring in harmony with furnishings, 
for added beauty. Can be laid in strips 
or blocks, finished “‘natural’”’ or in colors. 
Sell MFMA Maple—the trademark guar- 
antees it to be all Northern Hard Maple. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 





1795 McCormick Building, Chicago, Illinois 


Floor with 





MFEMA Maple 


(NORTHERN HARD) 





THE LONGEST-WEARING COMFORTABLE FLOOR 
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West Coast May Facts 


SEATTLE, WASH., June 11—West Coast lum- 
ber offered a confused picture at the first of 
June, says the West Coast Lumbermen’s Asso- 
ciation. Among the favorable influences are: 
Enactment of the Buck-Johnson Resolution, 
which has made available the laid-up fleet of 
the Federal Government; and, still more, the 
continued upswing in all forms of building, ex- 
cept public construction. The adverse influ- 
ences are those affecting most American indus- 
tries, viz: the lack of confidence and fear cre- 
ated by the turn in the European War, by the 
jittery and declining stock market, and especi- 
ally by the sharp decline in the values of most 
staple farm products. In the case of lumber, 
these factors have taken out of the market any 
vestige of forward buying. Apparently the 
basic demand for lumber, as expressed in build- 
ing records, is stronger than the actual demand 
coming to West Coast sawmills in the form of 
orders. There has been a slight increase in 
the buying of railroad and car material, but 
otherwise there is no increased demand that 
is traceable to war time business. Increased 
employment in the so called war industries is 
likely to be reflected in increased home build- 
ing, however. In practical terms, the position 
of West Coast lumber has weakened slightly 
since April, with both less production and a 
smaller volume of sales. 

A summary of May statistics follows: 
Weekly Averages for May (5 weeks) 
Production 137,416,000 
Shipments 152,833,000 
Orders 133,372,000 

End of month— 


Unfilled orders 


425,062,000 
Gross stocks 


926,000,000 


Cumulative Totals for 22 Weeks 
Production 2,916,280,000 
Shipments 2,974,279,000 
Orders 2,947,154,000 

Orders by markets— 
Rail 1,308,574,000 
Domestic cargo 

351,100,000 

Production for May (5 weeks) was 69.8 
percent, and for 22 weeks was 67.3 percent, 
of the averages for 1926-1929, years of high- 
est production. 





South Studies Forest Fire 


Lake City, FLa., June 12.—The first all- 
southern forest fire conference has just been 
held at Camp Oleno near here, and all phases 
of fire prevention and control as well as plans 
for developing greater co-operation in a broader 
program of preventive education were consid- 
ered. Various types of new and motorized fire 
control equipment were demonstrated. Fire 
control officials of the Forest Service and State 
forest chiefs, attended. 





Lumber and Log Exports, 
Imports 


WasuHincTon, D. C., June 10.—Total exports 
of hardwood and softwood lumber (including 
boards, planks, scantlings, flooring, sawed tim- 
ber, hewn and sawn railroad ties, box shooks) 
and logs, for the first four months of 1940, 
totaled 326,174,000 board feet, as compared with 
383,430,000 feet for the first four months of 
1939, a loss of 15 percent, according to the 
Forest Products Division. 

Of the 1940 amount, sawed material (includ- 
ing sawn railroad ties and box shooks) ac- 
counted for 279,585,000 feet, as compared with 
321,382,000 feet, a loss of 13 percent. Exports 
of logs and hewn timber (including hewn rail- 
road ties) totaled 46,589,000 feet, as against 
62,648,000 feet, a loss of 25 percent. 

In the following paragraphs, the amounts 
given cover the first four months of 1940, with 
1939 figures in parenthesis. Sawn softwood 
(excluding railroad ties and box shooks) 
totaled 216,706,000 (221,959,000) feet, Douglas 
fir exports totaled 125,009,000 (114,557,000) 


Amemcanfiumbherman 


feet, southern pine, 61,077,000 (84,276,000) 
feet. Sawn hardwoods (including flooring) 
totaled 36,214,000 (86,400,000) feet. Softwood 
log exports totaled 28,435,000 (43,980,000) feet; 
hardwood, 12,279,000 (9,758,000) feet. Hewn 
railroad ties totaled 5,875,000 (8,310,000) feet; 
sawn railroad ties, 5,646,000 (7,533,000) feet; 
and box shooks, 21,019,000 (5,490,000) feet. 
Total imports of hardwood and softwood logs 
and lumber (including cabinet woods, sawn 
railroad ties, box shooks and empty packing 
cases) totaled 251,234,000 (281,476,000) feet, a 
loss of 11 percent. Logs (hardwood and soft- 
wood) accounted for 67,795,000 (63,269,000) 
feet; softwood lumber, 150,709,000 (188,400,- 
000) feet; hardwood lumber and sawed cabinet 
woods, 31,205,000 (28,036,000) feet. Spruce 
imports totaled 76,462,000 (66,723,000) feet; fir 
and hemlock combined, 27,113,000 (85,146,000) 
feet, and pine, 30,693,000 (23,729,000) feet. 





Pier Rentals Increased 


SAN Francisco, CA.ir., June 8.—Recent an- 
nouncement by State Board of Harbor Com- 
missioners of 100 percent increase of local pier 
rental for the offshore and intercoastal shipping 
lines, effective July 1, brought widespread pro- 
test from operators in these trades. According 
to the harbor board’s proposal, the dock rent 
for offshore and intercoastal lines will be raised 
from six tenths of a cent, to one and two tenths 
cents, per square foot per month. The board 
pointed out the increase was an “equalizing of 
pier rentals,” because the coastwise and inland 
ship lines already are paying the higher rate. 
A general increase of handling charges and 
tolls went into effect recently, local ship opera- 
tors point out. They called attention to the 
Los Angeles rate of one-half cent per square 
foot rental. San Francisco’s docks are State 
operated; Los Angeles, municipally. 





Lumber Company Chooses 
New Location for Offices 


HAmmMonp, La., June 11.—The following an- 
nouncement has been issued by Natalbany Lum- 
ber Co. Ltd., and Denkmann Lumber Co.: “We 
appreciate your valued business and in order to 
render better service to our customers and 
friends we ask that beginning June 14th, 1940, 
you please address all correspondence, communi- 
cations, etc., to us at Conton, Mississippi, instead 
of Hammond, Louisiana.” Announcement was 
issued by C. L. Freiler, sales manager and was 
sent to customers of the company. 





Completion of New Lumber 


Yard Is Near 


BaLtimorE, Mp., June 6.—The Baltimore 
Lumber Company of this city expects to begin 
business in its new yard now nearing com- 
pletion at New York avenue and Sixteenth 
street, by the end of the present month. Work 
on the office building, which is a one-story 
structure with a tower on the corner, is so far 
advanced that only the furniture needs to be 
installed, and the ground landscaped. The office 
extends for about 70 feet, with circular windows 
twelve feet in diameter in which it is expected 
to spell out the word “Lumber” in neon lights, 
with a front of about 40 feet. A large shed 
has been erected for the storage of lumber and 
millwork, and the entire area covered by the 
yard is approximately 380 by 85 feet. 





Cincy Linksmen Open Season 


CINCINNATI, OunI0, June 12.—The Cincinnati 
Lumbermen’s Golf Association began its twen- 
ty-first links season on June 11 with play at 
Western Hills Country Club. The tournaments 
will continue each Tuesday through Oct. 29, 
with each meet held on a different course. Any 
lumberman is invited to play. Mark L. Sloni- 
ker is secretary of the association. 





June 15, 1940 


CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues...........55 cents a line 
Three consecutive issues...... ....75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues........... 
Twenty-six consecutive issues........ 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn, 


Heading 











APPRAISALS (MILL & YARD) 
MISSISSIPPI VALLEY APPRAISAL CO., 
ST. LOUIS, MO. 
Specialists in appraising saw mills & lumber yards 
for insurance, accounting, taxation, etc. 





Salesmen 


SASH AND DOOR WHOLESALE 
Exp’d; age bet. 25 & 45. Must start at very modest 
salary. Give full particulars in letter. 
Address ‘‘F. 44,” care American Lumberman. 





WANTED—SALESMAN 


Making lumber and building supply trade, to sell 
Strand Overhead Type Garage Doors to dealers. 
Excellent opportunity to improve cash position and 
inject intriguing interest 
Commission basis. 
STRAND BUILDING PRODUCTS COMPANY 
452 South Woodward Avenue 
Birmingham, Michigan 


in regular sales work. 





WTD: WHOLESALE LUMBER SALESMAN 
For Chicago and vicinity. Give full particulars. 
Address ‘“‘F. 79,’’ care American Lumberman. 





Employees 


COMBINATION MACHINE MAN & FOREMAN 


—* 


One who can keep up 8” band resaws, operate 
matcher, keep up machinery and operate planing 
mill at capacity. Modern plant with steam power 
located in Florida. Give references, age & state 
salary expected. Good opportunity for a hustler. 
Address ‘“‘F. 71,’ care American Lumberman. 





WTD: RETAIL YARD MANAGER 


with experience in lumber, building materials and 
millwork. Splendid opportunity, Northern Michi- 
gan. Give full details in first letter. 

Address “F. 70,’’ care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





